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Chris Columbus 


Chris went for a sailboat ride. 
and made a big discovery - -- 
The result was that Chris. y 
whom everyone considered 
crazy, became one of the out 
standing men of his day! 


and we believe 


FEEDING ROLLED OATS 
FEEDING OAT MEAL 
STEEL CUT OATS 


GROUND OATS 


WHOLE OAT GROATS 
PULVERIZED OATS 
GROUND BARLEY 


we know our oats too! 


Yes, Christopher Columbus made a big 
discovery ...a discovery which paid him 
big dividends in fame and fortune. And 
when you order from Doughboy Mills 
you'll make a mighty important discov- 
ery. You'll discover just what real service 
from a miller really means! 


Get our quotations on the following 
products today! 


Added Profits 


MILLS 


NEW RICHMOND, WISCONSIN 


for You 


Enrich Your 


Poultry Mash 


DOUGHBOY 


Concentrates ! 


Controlled Cereal Grasses in 
Doughboy Mash Concen- | 
trates bring you more cus- 
tomers ... add an exira 
punch to your sales story! — 


@ These succulent young shoots of 
wheat, oats, rye, and barley put 


@ Doughboy Mash Concentrate with 4 


Controlled Cereal Grasses costs you 
no more... so you get the added 
selling force of the Controlled Cereal 
Grasses tag for nothing! 


@ You give extra value... you 
get extra profits! 


Write for full details today! 


Sit 
q KNEW HIS OATS’ 
| c> 
extra vitamin potency and added 
mineral content into your mixed 
better birds without extra cost. . 
Here’s Good Hews! 
| 
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Builds and Equips 
Sweet 


FEEDS... 


In addition to operating eight farms in the vicinity 
of Dougherty, the Tyden Feed & Livestock Co., Dough- 
erty, lowa built and operate this new plant in which they 


manufacture sweet feeds for the surrounding communities. 


The center picture shows the installation of their 
Strong-Scott Triple Action Dry Feed Mixer, which mixes 
every batch perfectly. 


The bottom picture shows the installation of their 
Strong-Scott Molasses Feed Mixer, which produces a 


smooth, uniform product, free from molasses balls. 


If you want efficiency, economy and speed in manufac- 
ture, it will pay you to thoroughly investigate our equip- 


ment. Write for particulars. 


Everything Jor Every Mill, Elevator 


and Feed Plant 
‘The Strong-Scott Mfg Co. STRONY 
Branch Office: Great Falls, Mont. Minneapolis Minn. StoTy 


FRED H. CHASE, Representative ! 
Box 124 Oshkosh, Wis. Telephone 8187 
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“Merchandising is just as 
much of a scientific 
problem as the chemistry 
of nutrition.” 
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FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of ... 
Wheat 
Wheat Middlinga 
Rye 
Malt Spnouta 
Linaced Meat 
Soybean Meat 
Oatteed 


GRAIN AND STOCK EXCHANGE 


MILWAUKEE 


Laboratories and Offices 


GENERAL BIOCHEMICALS 


INCORPORATED 


Manufactures of 


NUTRITIONAL BIOCHEMICALS (Vitamins) 


FOR RESEARCH 
CONCENTRATES FOR FEEDS 


CAROTENE 
RIBOFLAVIN 
NICOTINIC ACID 


Other biologically important factors are also available. 
For further information write to 


GENERAL BIOCHEMICALS, Inc. 


10 Laboratory Park «+ Chagrin Falls, Obio 


THE BEST 
THAT MONEY CAN ‘BUY 


YET PRICED 


SHIM MILK comperiTion| 


Buy Dried Skim Milk from a firm that spe- 
cializes in milk for animal feed. 


“SUPREME” DRIED SKIM MILK is perfect 
quality, freshly made — and is shipped di- 
rectly from the creamery to you in paper 
lined burlap sacks. 


No matter where you're located, be sure 
to get our price. Because of our large vol- 
ume, we're able to sell you the very best 
quality that money can buy — at prices that 
defy competition. 


Write, Phone or Wire for 
Unusually Attractive Prices. 


Bulletin Building 
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Philadelphia, Pa. 


Peale ate al, 


OOS 


SMALL 
MILLS 


‘All-in-One’ 


largest capacity 
smallest per-ton cutting cost 


Three uniform grades of top-quality ‘Golden Cut’ 
corn each thoroly aspirated . . . A modernized, 
master-built, low-expense ‘System’ requiring the 
least space, power, and attention — by-product 
the smallest of any Corn Cutter. 


Ask for catalog B-167 
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JIM POOLE; 


Says Se 8 


“l’m Recommending 


ARCADY COMPLETE 
CHICK STARTER 


for growth, health and 
livability.” 


And that recommendation from one of the country’s 
outstanding market figures means that more and more 
customers will make your store their feed headquar- 
ters for Arcady Complete Chick Starter and other 
reliable Arcady livestock and poultry feeds . . . IT 
ALSO MEANS MORE PROFITS FOR YOU! 


the manufacturing of better, more efficient feeds. 


FAMOUS MARKET REPORTER 


Arcady Complete Chick Starter | premiums: 


Premium coupons 

with 18% Protein is IMPROVED and better than ever this are packe . i. 
every sack o 

year. Of course it contains all other essential ingredients for ARCADY 


fast, sturdy growth, uniform feathering and body develop- your sup ply of 
ment. ARCADY COMPLETE CHICK STARTER is the the many desir- 


result of constant research and over 25 years’ experience in these coupons 


*Jim Poole, dean of market report- 
ers, is now on the air for AR- 
CADY over WLS, Chicago, every 
Sunday. Listen for his weekly re- 
vue and forecast of the livestock 
and poultry markets at 11:45 A.M. 
ARCADY’S friendly feeding tips 
are also being broadcast over other 
leading radio stations throughout 
the country. 


FEED. Write for 
booklets showing 
able premiums 


bring. 


ARCADY 
FEEDS 


FOR ALL LIVESTOCK AND POULTRY 
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an ARCADY FARMS MILLING COMPANY: 223 WEST JACKSON BLVD. CHICAGO, ILL. 


DAV! K. STEENBERGH 
Puistisher 
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burt streeter says 


Cath Business 


pays big dividends 


BELIEVE I am rendering my 
customers a service by trying 
to keep my business on a cash 

basis,” states Burt Streeter, owner 
of L. L. Streeter & Sons, Inc., Johns- 
town, N. Y. 

“It is not encouraging for anyone 
to get into debt—least of all the 
farmer, who by the very nature of 
his business is an independent op- 
erator. Everyone knows that it costs 
money to extend credit, and write 
off bad debts which are bound to 
occur. By selling practically all of 
my goods for cash, I am able to 
make a saving which I can afford 
to pass on to my customers in the 
form of lower prices,” reasons Mr. 
Streeter. 

Another important fact pointed 
out by this dealer is that once credit 
has been extended to a customer, it 
is very difficult to cut him off with- 
out causing hard feelings. Get him 
in the habit of paying cash, he 
points out, and the biggest prob- 
lem of present day business is elim- 
inated. 

Economic progress is a contribu- 
ting factor to changing business 
conditions Mr. Streeter believes. 
And if business is lost one place it 
must be made up some other place. 

“For example,” he said, “with the 
passing of the horse and buggy era 
our feed and hay business had a 
decided drop. Thanks to scientific 
advancements in the dairy and 
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poultry industry we have been 
largely able to regain our feed 
business. To offset the loss in hay, 
we opened a gas station across 
from our Johnston mill which has in- 
creased our income considerably.” 

The Streeter mill usually partici- 
pates in all worth while community 
promotions and is a regular adver- 
tiser in the local paper. At the 
present time the feed firm is coop- 
erating with other merchants and a 
local theatre in a promotion plan 
which attracts many farm women. 

In the long history of the mill the 
establishment has always maintain- 
ed a reputation for square-dealing. 

“Machinery becomes obsolete but 
square dealing never goes out of 
style,” is Mr. Streeter’s theory. 

The founder of the present mill 
was a young Irishman named Wil- 
liam Johnson, who settled in the 
Mohawk valley at a place known 
as Phillips Locks, in 1738. Among 
the many articles he brought with 
him to establish a colony was a 
“run of stone” and “irons” now 
known as a burr mill. 

Colonial history tells how William 
Johnson won the respect and confi- 
dence of the Mohawk Indians as 
well as the early Dutch and English 
settlers. In recognition of his serv- 
ices he was knighted by the British 
king. 

About 1762, Sir William Johnson 
established another colony at a 


place known as Johnstown. One of 
the necessary buildings that he 
erected was a grist mill. From that 
day until this, the mill has been in 
the possession of only two families. 
The Atkin-Wells family owned the 
mill and its water power until 1866 
when the Streeters acquired pos- 
session. Since that time the Street- 
ers have enlarged and improved 
the buildings, extended their busi- 
ness to Gloversville and also pur- 
chased the upper and lower water 
power mills at Fonda. 

Time has produced a revolution 
in machinery — the old fashioned 
burr mill giving way to the electric 
powered attrition mill, the hammer 
mill, and modern grain cleaning 
equipment—but the business found- 
ed originally by Sir William John- 
son nearly 180 years ago, still car- 
ries along on the same principles of 
honesty and fair dealing. 

“With our increasing knowledge 
of proteins, fats, vitamins, etc., I 
believe our cows and chickens are 
much better fed than we humans,” 
says Mr. Streeter. “To illustrate my 
point, you must consider that when 
an animal is poorly fed, there is al- 
ways a definite loss of profit on the 
part of the owner. This is a gener- 
ally known fact and the intelligent 
farmer makes every effort to pro- 
vide his stock with the kind of feed 


(Continued on Page Sixty-Seven) 
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All clear ahead... 


The signal block says “go ahead” and the streamliner sweeps through to clear 
tracks and safety... 


EASTERN DISTRIBUTORS FOR 


. E. R. Squibb & Sons 
In your business and ours, today, the safety signal for continuous success is quality. EXADOL 
To you, as a feed manufacturer, it is important that every ingredient in your feeds 3,000 or more Vitamin A and 


bears the label quality, so that the final result may carry the same label. es Cen ee a 


Atkins & Durbrow offers you quality in vitamin products—so essential to present- VioBin Corporation 


day feeding. Here, at the House of Vitamins, you find represented only companies REX WHEAT GERM OIL 
that are well-known, and reputable—companies whose vitamin products are A cold processed, extracted 
quality signals—safety signals for your own reputation. 
Associate your feeds with these names: E. R. Squibb & Sons, California Packing Pabst Brewing Co. 
Corporation, Pabst Brewing Company, VioBin Corporation, American Butter PABST'S BREWERS DRIED YEAST 
Company. Buy their products through Atkins & Durbrow. You buy the finest in Contains 20,430 Int'l units Bt, 
i i i ino— wal eg 18,160 gammas Riboflavin and 
vitamin products for animal feeding—products of every type—for every require 158,900 gammos Nicotinic Acid 
ment—and at no premium price. je 
We have sales representatives operating from 10 centrally located cities east of California Packing Corp. 
the Mississippi. Our local warehouse stocks are in many distributing centers. We REGULAR BIOTOL 
can render you prompt, efficient service at all times. Not less thon 85 Vitomin D 


. ond 600 Vitamin A units 
We urge you to see the Atkins & Durbrow representative the next time he calls. SUPER BIOTOL 


Hear his story. You ll find him the type of man you like to do business with— Not fess thon 3,000 Vitamin 
a true representative of a quality house. A and 400 Vitamin D units 


VITAMIN A OIL 
25,000 U.S. units 
per gram 


Butter Company 
ATKINS & DURBROW, inc. GREENMELK 


; Young green cereal grasses and 
(Proprietors of The OK Company) buttermilk in semi-solid form 


165 JOHN STREET, NEW YORK, N.Y. DRIED GREENS BUTTERMILK 


Young green cereal grasses and 
CHICAGO BOSTON DETROIT ae buttermilk in dried form 
1524 South Western Avenue 177 Milk Street 3023 Vicksburg Avenue : 


HEADQUARTERS FOR 
QUALITY VITAMIN PRODUCTS 
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Y/ ALKING through the feed storeroom, 
Sally Sue spied some empty chick 
cartons stacked in a dark corner. Curious, 
she asked her father to explain why they 
were being retained. 

Mr. Haines was embarrassed by the 
question. “They constitute my biggest mis- 
take; I keep them to remind me never to 
buy cheap merchandise.” 

Scenting a business promotion idea, 
Sally urged her parent to tell her all 
about it. 

“Well,” continued Mr. Haines, “two 
years ago we decided to give away some 
baby chicks with each bag 
of a very fine poultry feed 
we were introducing. The 
feed was excellent quality 
but I let a cheap merchan- 
diser talk me into buying 
cheap chicks. The farmers 
bought some of the starting 
mash and a few of them 
kept the free chicks separ- 
ated from their regular flocks. 
The chicks, being of poor 
stock, didn't do well and I 
never got to the point of sell- 
ing those farmers the grow- 
ing mash. They decided the 
fault was with the feed, and 
I lost three of our best ac- 
counts.” 

“Dad,” cried Sally, “that 
gives me an idea! I think I 
can get those customers back 
for you, if you'll let me.” 

“Okay,” dared her father, 
“go to it.” 

Mr. Haines returning to 
the office that afternoon was 
confronted by a window al- 
most bare except for three empty chick 
cartons, each bearing a sign reading, 
“THIS COST ME A GOOD CUSTOMER”. 
A smaller sign read: “Al Hagen, Tom 
Barke, and Olav Olavsen know why”. 

The following morning the three men 
named stormed into the feed store, angrily 
demanding to know what it was all about. 
It seemed that every farmer who had been 
in the store the previous day had made a 
point of asking these men about the signs. 

Sally-Sue stepped forward and admitted 
that she was responsible for the signs. 
“Well, what's the idea?” barked Al Hagen. 

Observing their angry looks Sally felt a 
slight qualm and wondered nervously 
whether she had bitten into a bitter pill. 
Squaring her shoulders, she continued, 
“Gentlemen, we haven't seen you in the 
store for some time and we miss you”. 

Her friendly sincerity impressed the men. 
“It's like this”, Sally went on. “Two years 
ago you gentlemen bought some poultry 
feed here. It didn't work out so well with 
the chicks you received with the feed and 
you stopped coming in here. You probably 
thought the feed was not good, but the 
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back disgruntled chick 
customers for father 


feed was all right The chicks however, 
were not. You see, we made a natural 
mistake in buying cheap chicks and when 
we discovered they weren't working out, 
we made it up to our customers.” 

Tom Barke interrupted, “Why didn’t you 
explain that to us then?” 

“None of you came into the store again 


NUXMINA 


4 
FEEDS 


and a man just doesn't follow people up 
to point out a mistake he has made. I 
thought, though, that you'd like to know 
the store didn’t pass off any cheap feed 
on you then, or ever.” 

“By gosh,” exploded Tom, “I was glad 
of an excuse to come in here again. I'd 
rather buy from Haines than from anyone 
in the county. Guess I was foolish to get 
sore without giving your Dad a chance to 
put things right. I'm goin’ out and talk to 
him right now.” 

“I'm right with you” remarked Al Hagen. 
Olav Olavsen, still a little slow to give up 
his grievance, remained behind. “You sure 
dat feed is gud? Dat might be yust a 
story.” 

“I can understand how you might feel 
that way, Mr. Olavsen, but that feed has 
proven itself many times, right in the 
neighborhood. Several customers feed it 
to their flocks exclusively. Dad keeps a 
record of flock progress for six poultrymen 
in the county who use this feed and you'd 
be surprised at the results.” 

Reaching into a file, Sally-Sue brought 
out the book which contained the records. 


“See, Mr. Olavsen, each year these flocks 
are producing more and better quality 
eggs, and the poultry is being marketed at 
very favorable prices—sometimes at more 
than any other raiser in the county gets 
for his birds.” 

Olavsen took the book from Sally and 
leafed through it, stopping to read here 
and there. “I see here dat 
Johannsen over at Bird Creek 
uses dat feed. He’s got a 
gud flock and he makes 
money too.” 

“Yes,” agreed Sally-Sue, 
“and so do the others who 
use this feed regularly.” 

“Vell, I guess I try it out 
some more. I like to make 
money too, and I hain't been 
doin’ so gud lately.” 

Sally-Sue was relieved that 
things had gone off so well. 

Later, when Mr. Haines 
was re-opening the accounts 
labeled: Hagen, Barke, and 
Olavsen, she asked him why 
he hadn't tried to talk to 
these men before. “Well, sev- 
eral times I started to call on 
them but each time I'd re- 
member how I always 
preached quality to these 
men, and I was the first to 
forget it. I couldn't bring 
myself to walk in and open 
the subject and it seemed 
that no natural opportunity ever came. 
Things just drifted, until you did some- 
thing about it.” 

“They'll all be back as steady customers, 
won't they?” asked Sally. 

“Yes, they will, and I think they'll be 
better customers than they were before. 
Sally, nothing ever gave me more satisfac- 
tion than writing their orders this afternoon.” 

Mr. Haines looked at Sally with affection 
and confessed, “There was a time, Sally, 
when I was sorry you weren't a boy, to 
help me in the business and take my place 
after a bit. But you've got ideas maybe 
a son wouldn't have, and your ideas work! 
Your envelope this week will have enough 
extra in it for you to make up the differ- 
ence on that blue dress you want for the 
club dance next week.” 

Sally-Sue rushed across the office and 
kissed her father soundly. As she settled 
down to go on with the routine work of 
the afternoon, she was heard to remark, 
“Ideas are worth money. I'd better really 
get to work on some more, right away”. 


(To be continued) 
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“Most Profitable 


C. R. ENRIGHT, Manager , 
DEALERS IN FLOUR, FEED, GRAIN, COAL, LI @ 


SAUK CENTRE, MINNESOTA 
March 3, 1941 


Hubbard Milling Company 
Mankato, Minnesota 


Gentlemen: 


I want to thank you for the full and com- 
plete cooperation we have received since we began 
menufacturing our feeds THE HUBBARD SUNSHINE WAY 
and assure you it is greatly appreciated. 


I have used other concentrates, and with 
all due respect to them, I have found THE HUBBARD 
SUNSHINE PROGRAMME to be the most complete feed pro- 
gramme of all. 


Our business not only has increased mater- 
ially since using HUBBARD SUNSHINE CONCENTRATE but 
has been the most profitable to us, and our customers 
are making more profit. 


Yours sincerely, 


C. R. Enright, Mgr. 


Value does count— That's why 
dealers using HUBBARD SUN- 
SHINE CONCENTRATE and mak- 
ing their feeds The HUBBARD 
SUNSHINE Way are building up 
their volume. And that’s why the 
entire Hubbard organization is 
determined to “Make feeds that 
make a profit for the man who 
feeds them.” 


We invite dealers whose business 
policies parallel ours to write for 
complete details of the Hubbard 
Dealer Plan. 


Mr. C. R. Enright, manager of the Farmers 
Co-op. Elevator Company, Sauk Centre, Minn. 


ubbar 


EASTERN BRANCH 410 ELEVENTH STREET, AMBRIDGE, PA 


Milling Co. 


MANKATO, MINN. 


THE FEED BAG — April, 1941 


| 
THE HUBBARD 
i FARMERS CO-OP | 
CONTENT EJ 
] 
\ 
f 
gu 


KNOWLEDGE When most feed men consider the subject of service, they 
think of the hours their establishments are open, the complete 
stocks they carry, the prompt shipments or deliveries they 


are able to make the grinding and mixing equipment available to their 
customers, the credit they extend, etc. 


These services, however, are just the usual trimmings which every pro- 
gressive merchant offers to his trade. With variations, these services are 


available from the grocer, the druggist, the hardware dealer, the implement 
man and the lumber yard. 


There is only one service that sets the feed man apart from the ordinary 


merchant and that is his knowledge of feeds and feeding, his knowledge of 
animal nutrition. 


Animal nutrition is not only the backbone of the feed business — it is the 
feed business. The feed man, therefore, must know how to advise his customers 
to supplement their home grown grains and forage — he must be able to 
tell them what and. how to feed their poultry and all farm animals, under any 


and all conditions, so that they may obtain maximum feeding results for a 
minimum investment. 


Realizing this, it is a serious indictment of the feed industry for the editor 
of the leading dairymen’s publication to say that the crying need of the feed 
dealer is a better knowledge of nutrition and that many farmers know more 
about feed nutrition than most feed dealers. 


Realizing this, it is encouraging that a recent survey among more than 
1000 feed dealers reveals that although their first interest is in more knowledge 
of merchandising, their second is in more knowledge of animal nutrition. 
This is a great change from the situation which existed not many years ago 


when what to charge for a bag of bran or a bag of oil meal seemed to be the 
chief concern of the feed trade. 


Better merchandising methods were and are sorely needed in the feed 
trade but no one can deny that they have been materially improved since 
The Feed Bag was established as the ‘Merchandising Magazine of the Feed 
Industry” in August, 1925. Throughout the intervening years we have not 
neglected nutrition but now we intend in a larger way to help our readers 
obtain this greater knowledge of animal nutrition which will result in greater 
service to their farmer and feeder customers. 


Are you with us? 
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Spice Life 


F you were looking for a loca- 

tion to start a feed business, 

chances are you would not 
choose a town of 1300 which al- 
ready had five established feed 
dealers. Joe Ennis, Moravia, N. Y. 
did however, and made it go. 

Eleven years ago Mr. Ennis was 
a substitute telegraph operator for 
the Lehigh Valley railroad. Being 
a substitute the job was none too 
steady for a married man and Joe 
decided to look for some other way 
of making a living. It is doubtful 
whether the success of a former 
Moravian, John D. Rockefeller, had 
anything to do with his decision, 
nevertheless, Joe left the Lehigh 
and took a “flier” in the oil busi- 
ness. 

He organized the Valley Oil com- 
pany and sold stock to his friends. 
Today Joe is the sole owner of the 
company he founded, and now op- 
erates as the Ennis Service Stations. 
Joe piloted the business over the 
depression years and besides mak- 
ing money for himself, showed a 
profit for the stockholders. This is 
the type of man who chose to go 
into the feed business in a town 
most of us would pass up as a bad 
bet. 

When asked why he entered the 
feed business Mr. Ennis replied, 
“Well, if a fellow can't make a go 
of business in his home town, I 
doubt very much if he will make 
a success in any town. I still believe 
there is too much of the European 
complex in our present day Amer- 
ican thinking,” he continued. 


“For example when I was a kid 
I read every Alger book I could lay 
my hands on. I was taught to be- 
lieve that America was truly the 
land of opportunity—and that pov- 
erty was no detriment to becoming 
a successful business man. Today 
much of our youth is coming to rely 
on Uncle Sam for a living, a loan 
to go to college, or a job. 

“It used to be that a fellow went 
to college if his father had the mon- 
ey, if not he got a job and went to 
work—he worked hard, saved a 
little money and went into business 


is competition, so joe ennis 
puts pepper in feed business 


for himself—that was the American 
way. On the other hand the Euro- 
pean thought was that because my 
father is in this business, trade, or 
occupation I must follow in his foot- 
steps. 

“My father,” he went on, “came 
here from Ireland, worked as a 
plasterer in New York and saved 
enough money to buy a farm. We 
were poor but father taught us that 
America is the land of opportunity, 
and that here anyone could become 


NEWSY and well prepared is 
the four page bulletin which 
Joe Ennis issues to his farm pa- 
trons. In it are many vital tips 
on feeding. Mr. Ennis says the 
bulletin helps him achieve more 
sales every month. 


successful, prosperous and respect- 
ed if he tried. 


“Getting back to the question of 
why I went into the feed business. 
I once rented this warehouse to a 
cooperative feed association. I was 
doing pretty well in the oil business 
and they were building up a good 
feed business. One day one of my 
truck drivers informed me that the 
co-op had gone into the oil business 
and taken one of my best customers. 

“That made me think and think 
fast,’" he related. “I had heard some 
of the other feed dealers remark 
how much the co-op had cut into 
their business. I said to myself that 


(Continued on Page Sixty-eight) 
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EXADOL is guaranteed in 
VITAMIN A... D potency 


Turkey mashes must be right—if poults are to 


live, grow fast, develop, get to market in the 
minimum feeding time. 


That is why feed manufacturers are particularly 
careful about the source of their Vitamins A 
and D, so essential to poults’ health and growth. 
They know that it is essential to have these 
vitamins from a dependable, guaranteed source. 


Such a source is Squibb—a name you can trust. 
EXADOL*—Squibb’s High Potency Vitamin A 
and D Oil—is selected by many feed manufac- 
turers for their turkey starting, growing and 
breeding mashes. These manufacturers know 
that EXADOL is guaranteed to contain 3,000 
(or more) Vitamin A, U.S.P. XI units, and 400 
(or more) Vitamin D, A.O.A.C. chick units, 
per gram. That guarantee is their assurance of 
Vitamin A and D potency. 


We urge you to investigate EXADOL for your 
turkey mashes and also for your poultry mashes. 
Write for prices and full facts about EXADOL. 
Mail the coupon today. 


SQUIBB — a name You can Trust 


* 4 trademark of E.R. Squibb & Sons 
E.R. SQUIBB & SONS FB-4 


ran A D " L Veterinary and Animal Feeding Products Division 


HIGH POTENCY | . Mee 745 FIFTH AVENUE, NEW YORK CITY 
VITAMIN A AND D OIL 


Eastern Sales Agents 
ATKINS & DURBROW, 
165 John Street, New York 
1524 S.Western Ave., Chicag 
177 Milk Street, Boston Name 


Please send me full facts about Exadol with prices. 
I understand this places us under no obligation. 


ss Pacific Coast Sales Agents 
WM. H. FLOYD & COMPANY CARL F. MILLER & co., ee Address 


1206 Maple Avenue 1217 Sixth Avenue South 


Los Angeles, California Seattle, Washington City 
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BIOTOL CHECKS RIGHT DOWN THE LINE— 
AND LOOK AT THE “EXTRAS” IT GIVES YOU, TOO! 


oY 5 different potencies! company that packs Del Monte Foods. 
AOAC USP Back of every drum of Biotol you buy 

Regular 85 D units _ is this established organization, with its 
85/600 85 D « 600 A units own experienced staff, its own labora- 


400D 1000A « 
xtra 400D «* 2000 « 
Super 400 « 3000 ing equipment. 


. A real assurance of dependable quality 
WY Backed by two quality names! and service! Why not be sure of it every 
Yes, Biotol is not only guaranteed —it is time? Make it a point to specify Biotol 


guaranteed and produced by the same —_ whenever you're buying a vitamin oil. 


tories and up-to-the-minute manufactur- 


BIOLOGICALLY TESTED | 


VITAMIN OIL 


Biotol is produced, tested 
and guaranteed by 
CALIFORNIA PACKING CORPORATION 


San Francisco, California 


Packers of Del Monte Foods 
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Baby Chichs 


help bring more checks 
to massachusetts store 


HEN John Goard became 
manager of the Checker- 
board Store, Pittsfield, 


Mass., he was told that he would 
not sell any chicks in this territory 
before March 15. But early in Jan- 
uary 600 chicks had been delivered, 
orders for between 700 and 800 
more were booked in February, and 
there were good prospects for more 
sales. And this has been accom- 
plished in a section where spring 
is seldom early, where people sel- 
dom buy very far ahead of the 
seasons. 

Mr. Goard, however, has not been 
content with merely putting chicks 
on display in the window; he has 
developed the idea much further. 
In so doing, incidentally, he has had 
to refuse ten offers for those par- 
ticular chicks, as his program de- 
pends upon their being kept there 
until completed. 

“One of the best ways to win and 
keep any customers worth having,” 
explains Mr. Goard, “is a straight- 
forward appeal to his intelligence. 

“And if you will forgive the hint 
of a pun, we decided to kill several 
birds with one stone. First, by put- 
ting chicks in the window in Janu- 
ary, we served ample advance no- 
tice on the buying public that we 
had and would have them in the 
future to sell. 

“Then we decided that an actual 
record kept of the chicks’ progress 
would be the most effective sales 
influence possible. More than that, 
all customers in general and farm- 
ers in particular like comparison, 
so we are giving them just that. 

“The window was divided in half, 
and a properly equipped brooder 
installed in each. As we wanted 
to prove the merits of our products, 
the chicks in one half of the win- 
dow were fed on our own mixture, 
while the others were brought up 
on one of our competitor's. In fair- 
ness to our competitor, to our cus- 
tomers, and to ourselves, his exact 
instructions for feeding with his pro- 
duct were followed. Fair business 
ethics forbade mention of his name; 
furthermore, there would be no 
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point in it; we were striving to dem- 
onstrate the quality of our product, 
not the inferiority of the other. 

“Once a week the chicks were 
weighed and the records kept to 
show buyers and prospective buy- 
ers. By keeping these chicks which 
prove the worth of our product, we 


HERE is John Goard, right, and 
members of his hard-hitting 
sales and service staff. A clean 
store, good display and plenty 
of promotion ideas help this 
firm build a good sales volume. 


can and are following up on the 
sale of chicks by sale of the feed 
upon which they are doing so well. 
At the end of a few weeks the 
chicks fed on our brand weighed 
an average of two ounces each 
more than the other set. We were 
glad to be able to point this out to 
the customers. 

“At this date we do not yet know 
what the year’s turnover of chicks 
and starting and growing feeds 
will aggregate, but we do feel safe, 
on the basis of present results, the 
early start, and added customer 
interest, in predicting a record 
breaking figure.” 

John Goard is not losing sight of 
other kinds of live display selling, 
in spite of the infinite attention he 
has been giving to his chick promo- 
tion. Preparations have been 
launched for a rabbit sales cam- 
paign. This will be done at Easter 
time, and will tie in with follow-up 
sales of feed. A combination offer 
is already posted in the store. It 


features one pair of rabbits, a 25 lb. 
bag of rabbit chow, one pen, one 
feeder, one waterer, and one in- 
struction booklet, making a consid- 
erable saving possible to the 
customer. 

Plans are also being worked out 
for pushing the sale of young tur- 
keys. This will be started in April, 
and is partially based on a point 
already proven by the results to 
date of the baby chick campaign: 
It pays to let people know well 
ahead of time. 

A field which is quite new and 
therefore wide open to many ag- 
gressive feed retailers is the pre- 
pared cereal division. While this 
may appear a little out of line to 
some people, it should be remem- 
bered that a number of the grain 
milling companies also manufacture 
cereals and have done so for many 
years. Skeptics should also recall 
that the sale of chicks, ducks, tur- 
keys, and other live stock was at 
one time thought too inconsequen- 
tal to “bother with.” 

Starting about Christmas time this 
Pittsfield store featured a window 
display of boxed cereals. It showed 
very satisfactory results, and this 
type of goods is almost certain to 
become and remain a regular sell- 
er. About ten cases have already 
been sold; it is all the more signifi- 
cant in view of the fact that diagon- 
ally opposite Mr. Goard is a grocery 
store. 

Mr. Goard has a few significant 
ideas regarding handling of credits, 
collections and opening of accounts. 

“In this section of the country,” 
he says, “thirty days is about as 
fair and suitable arrangement as 
can be reached. When every ac- 
count is brought within this limit, 
a fine job will have been done. We 


are working toward that end.” 

@ C. P. BAURER feed mill, and the T. J. 

Hanley grain elevator, Coshocton, Ohio 

were completely destroyed by fire recently. 

Loss was estimated at $20,000. 
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* “Defense Program” is nothing new to BLATCHFORD’S 
CALF MEAL AND PELLETS. For 7 generations these 
milk-saving rations have helped users PROTECT their 
profits by making proper feeding easy and economical. 
That makes money for dealers. It pays to sell and recom- 
mend BLATCHFORD’S CALF MEAL AND PELLETS. 
Write us today for an authoritative, new bulletin your 
customers will want, “How To Judge and Select Calves 
Early,” and your copy of FREE GIFT CATALOG illus- 
trating useful, attractive gifts for Blatchford dealers. 
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Good 


when launching a sales 
blitz says j. billman 


. WALLACE BILLMAN, proprie- 
tor of Indiana Hatchery, La- 
Grange, Ind. believes that more 
customers can be established 
and more repeat feed sales can b2 
made by adhering to one nationally 
advertised brand of chick starter, 
growing and laying feed. He bases 
his judgment on 12 years’ experi- 
ence in the hatchery and feed busi- 
ness, and reports steadily increas- 
ing sales since adopting this plan. 


“When we handled several 
brands, it confused poultry grow- 
ers,’ Billman said, “but more than 
all else, it divided our own sales 
efforts and actually weakened our 
sales arguments. There are a lot of 
good feeds on the market. Many are 
well advertised, but in today’s com- 
petition we must get not only a 
good volume of feed business, but 
we must also plan our procedure on 
the lowest possible operating costs. 
To handle many lines involves a 
larger capital stock, more cash out- 
lay, less turnover. By devoting our 
sales efforts to one line we can op- 
erate on the minimum amount o‘ 
capital, get faster turnover and ac- 
tually sell more feed, since we can 
stress the quality of our own line 
and convince our customers of iis 
merits. This has reduced sales re 
sistance, and while it may cause us 
to lose a sale once in a while, w> 
can always keep right after all 
these prospects and eventually ob 
tain their feed business.” 


Three successful methods are em- 
ployed to sell feed. (1) Local ad 
vertising, newspaper and direc: 
mail in season. “Eighty per cent of 
our chick sales are made right in 
the sales room as a result of send- 
ing 5,000 illustrated circulars to 
farmer prospects in our trading 
area. The balance is acquired 
through recommendations of satis- 
fied customers and direct sales con- 
tacts with prospects,” Billman said. 

(2) These chick customers are 
turned into feed customers by a 
friendly, but intensive sales talk 
on the quality of our feeds, using 
scores of satisfied users as refer- 
ences, and pointing out how these 
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users profited by using our feeds 
for health, rapid growth and laying. 
These sales build-ups are conduct- 
ed right in the store when the cus- 
tomer is on the ground. Nationally 
advertised poultry remedies are al- 
so displayed in the store, and these 
have proved a source of continuous 
profit. 

(3) Calling on chick customers, 
soliciting their feed business if and 
when this has not been accomplish- 
ed at time of chick purchases. 


The importance of attaining a sa- 
tisfactory monthly income through- 
out the year is obvious to any 
hatchery man. To do this, feed and 
remedy sales are needed supple- 
ments. To sell more feed, we have 
to sell more chicks, therefore, we 
have started our hatchery two 
months earlier this year, and will 
continue the hatchery one month 
later this summer. Wherever con- 
ditions justify, we urge our custom- 


(Continued on Page Sixty) 


Real Farm Folks on Ain 


The Murphy Products Co., Burlington, 
Wis. makers of concentrates for livestock 
and poultry, has renewed its radio pro- 
gram contract on “Real Farm Folks,” fea- 
turing Herman Tonsfeldt, his wife and their 
five children. 

The Tonsfeldts, shown above, are real 
farm folks who have demonstrated that 
they can be successful radio actors as well 
as successful farmers. Their program on 
“Real Farm Folks”, a dramatization of the 
human side of farm life, has become an 
excellent sales and goodwill builder. 

A dramatic radio program in which all 


the parts were to be taken by real farmers 
was a new and questionable idea when 
the Murphy Products Co. considered it last 
fall. But from the first broadcast of the 
program last November the listener re- 
sponse was exceptionally enthusiastic and 
since that time fan mail has continued to 
pour in at a constantly increasing rate. 
Sales have climbed and Murphy dealers 
are well pleased with this newest sales 
aid. 

The program “Real Farm Folks” is heard 
over six midwest stations every Saturday 
from 12:30 to 1 p.m. 
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on 
eat Scraps + 5% Dry Skim Milk 


— Ration containing 5% 
Meat Scraps +2%% Fish Meal 
5% Dry Skim Milk 


6 8 
AGE IN WEEKS 


Ration 
“Meat Scraps + 5% Dry Skim Milk 


—— Ration containing 5% 
‘Meat Scraps + 2%% Fish Meal / 
5% Skim Milk 


AGE IN WEEKS 


Ration 5% 


“Meat Scraps + 24% Fish Meal 
45% DrySkimMilk 
Ration containing 2%% / 

Meat Scraps 2% Fish Meal / 
+4%% SoyBean DilMeal 
+5% Dry Skim Milk 


6 
AGE IN-WEEKS 


Three carefully con- 
trolled feeding tests have 
been cited showing that 
ribo-flavin and _ribo-fla- 


vin-containing materials 


do not take the place of 
dry skim milk and do as good a job. That’s 


only one of its values. 


Milk has always been tops in protein quality. 
The natural mixture of proteins in dry skim 
milk is unsurpassed. Feed manufacturers and 
mixers want—and need—to know how to use 
it best in combination with other commonly 
used protein feeds. 


Here are growth charts on feeding trials prov- 
ing that dry skim milk is not only an excellent 
source of protein but blends well with meat 


scraps, fish meal and soybean meal in chick 


mashes.* 


Dry skim milk belongs in high grade poultry 
mashes. Low quality feeds do not contain it 


—or else contain insignificant amounts. ° 


Be sure your chick mashes and other rations 
contain enough dry skim milk for real feed 
efficiency. There is NO substitute! 


*Further valuable details on request. 


AMERICAN DRY MILK INSTITUTE, Inc. 


221 N. La Salle St., Chicago 


THE FEED BAG — April, 194! 


> 
700 
Jenn 
: 


Spruce Nou 


for spring and you won’t 
pine later for business 


UT new life in your business 
this Spring! That’s good advice 
for all feed dealers who want 

to make a profit this year. 

Spring is the time when all plant 
life re-awakens; it should also be 
the time of the year when dealers 
become fully aware to every ave- 
nue of profit connected with their 
business. 

Seasonally speaking, the first half 
of the year offers exceptional oppor- 
tunities for profit. Now is the time 
to make your place of business 
more presentable. If you have neg- 
lected painting your store or the 
exterior of your building, right now 
is the time to make up your mind to 
spruce up for Spring. 

In fact that “Spruce up for Spring” 
could be the basis of a national slo- 
gan to put more life into all lines of 
endeavor. No matter what your 
neighbor does, however, why not 
seize upon this chance to put new 
pep, new life into your business. 

If that old display window has 
been gathering dust for the past six 
months or more, it’s about time that 
you stay down late some evening 
and trim up a new window. Build 
a real Spring theme into your dis- 
play window. 

As a suggestion, why not put in 
a display of baby chicks, a few bags 
of fertilizer, some garden tools and 
several bags of starter and chick 
mash. Using your own ingenuity it 
is possible to put together a display 
window which will not only attract 
passers-by but will also mean more 
sales. 

It's surprising what a little extra 
effort put into cleaning up the in- 
terior of your store will mean in ap- 
pearance. Just by re-arranging your 
stock and displays you can give 
your store an entirely new, fresh 
appearance. This sprucing up can 
easily result in a better mental atti- 
tude for your customers and make 
them more willing to buy. 

Once you have “Spruced up for 
Spring” so far as the appearance 
of your place of business is concern- 
ed, then it is time to investigate 
whether you are selling all the lines 
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which will return you a profit dur- 
ing this season of the year. 

Are you selling fertilizer? Every 
year, more and more farmers are 
learning the ultimate benefits of 
applying fertilizer to their land. Re- 
search in fertilizers has brought out 
some astonishing figures regarding 
the value of this commodity. 

We'd suggest that if you are not 
now selling fertilizer you ought to 
investigate its profit possibilities. 
With the right method, fertilizer is 
easy to sell. 

If you are selling fertilizer, are 
you getting the tonnage to which 
you are entitled? A recent survey 


by The Feed Bag has brought out 
some interesting facts regarding the 
sale of fertilizer. 

It is plainly evident that a num- 
ber of factors enter into the sale of 
this product. Many dealers reported 
that the government soil conserva- 
tion program helped influence farm- 
ers in putting fertilizer on their land. 

Perhaps farmers in your territory 
are buying hybrid seed corn from 
you and planting it. If they are, talk 
the value of good fertilizer in insur- 
ing a bumper crop. 

Many dealers indicated they in- 


(Continued on Page Sixty-two) 


Farmer Jones has a note coming due, girls, so you'll have to work overtime. 
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Worps AND MUSIC... 
K/song which brings to everyone’s mind a vision of 
a great state and a great University, which has long 
been a leader in agricultural research, and an inspi- 

ration to Wisconsin Farmers. @ To these Farmers, 


led by this outstanding state University, “scientific” 

farming and feeding is no longer a catch-phrase, to 
be tossed aside with a chuckle. It is a Fact—a fact 
that Results have proved to be so. @ The Feed Mer- 

chants of Wisconsin enjoy rare opportunities .. . their 


we products—Master Mix Feeds. 


(. McMillen Feed Mills announces the opening, 


in Madison, of the new wholesale warehouse of 
Master Feed and Seed Co., Inc., of Wisconsin, 
distributors of Master Mix complete feeds and con- 
centrates, Central soybean oil meal, millfeeds and 
ingredients. @ Centrally located, with favor- 
able shipping rates, it is equipped to render 
prompt and complete service. @ Staffed by men 
with experience and background in sound feeding 
practices and profitable merchandising. @ ITIS 
the sole desire of Master Feed and Seed Company 
to prove its right to the confidence of both feed 
merchants and feeders by the quality and Results 


customers are progressive farmers, dairymen, poultry- 
men,—eager to improve their feeding programs. 
These opportunities carry also a responsibility: advice 
and assistance that will advance sound feeding prac- 
tices; products that will bring profitable Results to 

the Farmer. @ It is with a discerning recognition of 
this responsibility, and a desire to share it, that 
McMillen Feed Mills brings the Master Mix feeding 
procram to the State of Wisconsin. 


McMILLEN FEED MILLS 


(TRADE NAME) 
Division of Central Soya Co., Inc. Mills at Decatur, Ind. and Gibson City, III. 


* 


TO THE FEED MERCHANTS OF WISCONSIN: You measure 
the worth of a feed by your profit: your customer, the feeder, 
measures its value by Results, which bring him profit. 
We Three—You, your customer, and McMillen Feed Mills 
are in business together, “. . . to advance sound feeding 
practices .. . to produce profitable results”. 


@ TO ALL of the old customers and dealer-friends of Master 
Mix in Illinois, Indiana, Ohio, Pennsylvania, Michigan, 
Virginia, West Virginia, Maryland: McMillen Feed Mills 
acknowledge an ever-increasing obligation . . . for their 
loyalty to the company ... for their confidence in its products. 
‘For in these things lie the basis of all business growth. 


352 consin feed dealers and their employees at the Master 

Mix quet, Madison, March 6th, given by McMillen Feed 

Mi lebrating the opening of the new wholesale warehouse 
ter Feed and Seed Co. Inc., of Wisconsin. 
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live display brings 


Patrons 


T'S easy to tell your customers 
I good your feed is but it’s 

better actually to prove your 
claims by carrying on a feeding 
program right at your mill. That has 
been the experience of the City 
feed mill, Stoughton, Wis. 


Obert Asleson, vice president and 
manager of the mill, has sponsored 
several interesting feeding experi- 
ments in the past few years—ex- 
periments which have attracted the 
interest of the farmer, demonstrated 
the value of the feed he sells and 
helped to build sales. 


A year ago Mr. Asleson shocked 
the local community when he pen- 
ned up two baby pigs in the retail 
store connected with his mill. News 
of the grunting pigs on display 
spread like wild-fire through the 
countryside and soon almost every 
farmer in the neighborhood had 
paid a visit to the City feed mill to 
see “what kind of idea this young 
Asleson has.” 


In connection with this actual 
feeding display, Mr. Asleson took 
care to put up numerous signs call- 
ing attention to the fact that the pigs 
were fed on the feed he sells. 

“This type of promotion was 
mighty successful for us,’ says Mr. 
Asleson. “It served three main pur- 
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to city feed mill 


poses very effectively. First, it 
brought farmers in who had never 
visited our plant before; second, 
because they wanted to see how 
the pigs were gaining they came 
back at every opportunity; and 
third, the gains made by the pigs 
proved a big selling argument for 
our feed.” 

This spring Mr. Asleson is carry- 
ing on a similar experiment. He 
made arrangements with an electric 
brooder manufacturer to furnish a 
brooder house. Mr. Asleson placed 
the house at the curb and started 
300 baby chicks in it. 

“As usual, this feeding stunt is 
pulling in customers,” declares Mr. 
Asleson.” Farmers are interested 
in baby chicks and like to come in 
and compare the size and health 
of our chicks with their own which 
they may have started about the 
same time. Practically every cus- 
tomer who visits our plant takes 
time to stop at the curb and look 
into our brooder house. 


“In fact, starting these baby 
chicks not only is a good promotion 
stunt for us but also is an educa- 
tional experience. It gave us an 
actual opportunity to go through 
the process of starting chicks and 
raising them. Experience gained 
from such work is much more valu- 
able than any reading we may do 
in a book.” 


These two experiments are not 
the end of the trail of such promo- 
tion for Mr. Asleson. He reports 
that he is soon going to buy a 
young calf and will place that in 
the store where farmers can actual- 
ly see the results of a good feeding 
program. 


SHOWN at the upper right 
Obert Asleson, manager of the 
City feed mill, is inspecting the 
chicks in his sidewalk brooder. 
Lower left, Edward Olson, an 
employe, is preparing a batch 
of feed in the new Prater mixer. 


Progressive merchandising ideas 
such as these have been a big fac- 
tor in the growth of the City feed 
mill ever since Mr. Asleson became 
manager in February, 1935. In that 
year the firm was purchased by H. 
Norris Klongland, who also oper- 
ated a large hatchery near Stough- 
ton until his death a number of 
months ago. 

Mr. Asleson came to the City feed 
mill with an ideal background. He 
was born and had lived on a farm 
for many years. Then followed a 
period as manager of a local milk 
plant and creamery. In this capa- 
city Mr. Asleson was able to make 
the acquaintance of practically all 
the farmers in the territory. These 
friendships stood him in good stead 
when he became manager of the 
City feed mill. 

Recalling how the mill took in a 
gross of only $400 in sales the first 
month he became manager, Mr. 
Asleson points to steady gains from 
then on. Last year the gross sales 
of the mill showed an increase of 
20 per cent over those of 1939. 

Mr. Asleson believes in the pow- 
er of advertising. In addition to the 
special point-of-sale displays which 
the mill features, he also sends out 
regular mailing pieces to a select 
prospect list of more than 500 
farmers. 

A large portion of the business at 
the City feed mill is done for cash, 
says Mr. Asleson. However, some 
credit is extended but only to ac- 
counts which have a good credit 
rating and have proven their ability 
to pay. 

Outstanding accounts are watch- 
ed carefully. As soon as a customer 
becomes delinquent Mr. Asleson 
sends him a handy printed letter. 
The letter provides blank spaces 
to fill in the name of the debtor and 


(Continued on Page Twenty-four) 
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TIMELY warning to safe-guard their 

structures from fire has been issued to 

elevator managers and feed mill operators 
by a well known fire marshal. 

“Wheat and flour are the nation’s first 
lint of defense,” he told them. “It is your 
duty to make your end of it as safe as 
possible. By religiously following a few 
rules it is possible to cut fire losses in two.” 

One of the first requisites, of course, 
should be adequate fire insurance. No 
owner or operator can afford to gamble on 
not having a fire. It is wise to take all 
possible precautions but in the event a 
disaster does occur the entire future of the 
business often hinges on the amount of 
insurance carried. 

In the plant itself good equipment is as 
important as safety regulations. Poor wir- 


timely tips 


around mill 


ing and overloaded motors are a definite 
fire hazard. 

Fire extinguishers that have out-lived 
their usefulness should also be discarded. 
All extinguishers should be regularly in- 
spected by competent service men. Age, 
in itself, does not necessarily disqualify 
fire fighting equipment, but failure may 
often result because of corrosion, freezing, 
or rough handling. 


Profit-Builder 


Minral 


SARGENT 


Meat Meal 


The 2 for 1 Hog Supplement 


e No imitations at ANY price 
can equal the dealer advantage of 
selling genuine Minral Meat Meal. 


It’s easier to sell because farmers KNOW its 


quality. 


It’s a volume builder, because it is 


the largest-selling mineral and protein feed in A 


the heart of the hog belt. 
value, giving hogs — 


1 —MINERALS, yet it sells for about half 


the average mineral price. 


2 — PROTEINS, and it feeds TWICE as 


far as Tankage. 


And it's fortified with Vitamins 


and Conditioners. 


... Sell the farmer the supplement he wants _ 


2 for 1 Minral Meat Meal. 


INVESTIGATE! Write today for our 
money-making dealer proposition. 


SARGENT & CO., 


It’s a real 2 for 1 


SARGENT 
FEED 


for every 
need 


Get the facts 
on Sargent’s 
complete line— 
poultry, turkey, 
dairy, steer, 
and hog feeds. 
Nice profits and 
real volume 
for you. 


Des Moines, lowa 


50 Years of Quality Feeds 


Other instructions proposed by the fire 
marshal are as follows: 

Keep machinery well oiled. 

Conduct frequent inspections of machin- 
ery and plant. 

Never tie down starting switches. 

Enforce rules of good housekeeping 
around plant. 

Check stoves and heating systems. 

Have chimneys and pipes inspected and 
repaired if they need it. 

Cut down weeds and brush around 
buildings. 

Keep entrances free of obstructions. 

Post “No Smoking” signs around plant 
and enforce the rule. 

Use only approved fuses in electrical 
systems; don’t use nails, pennies, or wire. 
Have all electrical work done by a compe- 
tent electrician. 

Have several fire extinguishers easily 
accessible. 


L.S. Larson Produces 
Feed Dealers Ad Kit 


Lloyd S. Larson, Larson Advertising Serv- 
ice, Mankato, Minn., announces that his 
specialized ad kit for feed dealers is now 
available for general distribution to the 
trade. 

The kit contains enough advertising mats 
to cover the average ad requirements of a 
feed dealer for an entire year. Each ad- 
vertisement is appropriately illustrated and 
is adaptable to individual requirements. 

The kit contains special advertisements 
for chick, poultry, dairy, turkey and other 
feeds now on the market. Mr. Larson re- 
ports that sale of the advertising kit is on 
an exclusive franchise basis, limiting its 
use to one dealer in each locality. 

Complete details regarding price etc. 
can be had by writing direct to the Larson 
Advertising Service, Mankato, Minn. 


U.S. Calls More Men 
From Feed Industry 


Men connected with the feed industry 
are taking active part in the national de- 
fense program. 

In active service at the present time is 
Otto F. Yanisch, advertising department, 
Hubbard Milling Co., Mankato, Minn. He 
was in the Minnesota National Guard and 
was recently called to active duty in Cali- 
fornia with the rank of first lieutenant. 

Jules Kean of the Jules Kean Advertising 
Co., Philadelphia, writes that he is in the 
3rd Ordnance Service Co., stationed at 
Fort Belvoir, Va. He also sends word that 
he was married in Alexandria, Va. on 
March 15, but failed to mention the lucky 
lady’s name. 

@ J. A. SEWARD, who served in the same 
capacity years ago, has again been named 
manager of the Farmers Elevator Co., 
George, Iowa. 

@ ITHACA ELEVATOR CoO., Ithaca, Mich., 
sponsored a special spring meeting for its 
customers last month. The program con- 
sisted of educational talks on various sub- 
jects and musical entertainment. A free 
lunch was served at noon. 
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UALITY products and service 

bring back customers to our 

feed mill,” says Henry Matten, 
of Snippe & Matten, Reeman, Mich., 
“and if we don't serve customers 
well, no amount of advertising will 
bring ihem back.” 

Reeman is a railroad station on 
the Pere Marquette railroad’s Mus- 
kegon-White Cloud branch. It con- 
sists of depot, two grocery stores, 
hardware store, creamery, garage, 
lumber yard and feed mill. It is a 
particularly good dairy, poultry and 
general farming section, but its 
trading area is very limited due to 
close proximity to larger towns. 

In 1894 Frank Reed built a three- 
story flour and feed mill here. This 
was before any other of the present 
business enterprises were located 
here. At that time the only other 
industry was a saw mill. This has 
long since disappeared. 

The flour and feed mill attracted a 
large trade in its early years when 
good mills were not so plentiful. It 
burned in 1901. In 1905 George W. 
Hall built the present feed mill. 
Snippe & Matten purchased this in 
1910. Two years later Mr. Matten 
sold his interest to his partner, 
George Snippe. In 1918 Mr. Matten 
re-purchased his interest. Mr. 
Snippe passed away in 1923 and 
his son, H. A. Snippe became Mr. 
Matten’s partner. Mr. Matten man- 
ages the firm. 

The mill is two stories, 32 x 40 
feet. The equipment consists of a 
24-inch Dreadnaught mill operated 
by a 30 h.p. motor, a Dreadnaught 
corn sheller, Dreadnaught corn 
crusher and a 1¥/2-ton mixer. 

Custom grinding forms the larger 
part of the business. In the immedi- 
ate territory are a considerable 
number of poultry raisers and 
dairymen who really make a busi- 


ness of their respective lines and © 


make them pay a profit. Many of 
these farmers raise their own grains 
and have their own particular for- 
mulas for feed. Therefore, they 
bring their grains to Snippe & Mat- 
ten for grinding and mixing. The 
firm carries a complete line of 
everything that any poultryman or 
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in feed business are 
quality and service 


dairyman could reasonably expect 
to find. 

“Our customers are very particu- 
lar about the quality of their feeds 
and of their grinding and mixing,” 
says Mr. Matten. “Many of them, 
most of them, in fact, have had some 
training in poultry and dairy hus- 
bandry in agricultural colleges in 
this or in other countries. A large 
part of the population of our terri- 
tory is of Dutch descent and have 
learned from their fathers the in- 
tensive methods used in that coun- 
try. They know good feeds and 
they won't be put off with anything 
else. Therefore we have to be very 
careful with our grinding. We have 
to have good equipment to start 
with, and we have to have this 
equipment properly set up to avoid 
any unnecessary vibration or un- 
even operation, and we have to 
take care of our equipment and 
keep it in good condition. 

“Our customers are also very 
particular about their formulas and 
about the quality of ingredients that 


go into them. This keeps us on our 
toes. We do not buy these ingredi- 
ents on a price basis but upon a 
quality basis. We have to use the 
utmost care in weighing grain and 
other ingredients to get just the 
right amount. A variation in feed 
from time to time would wreck the 
profits of our customers and would 
wreck our business with them.” 

In addition to custom grinding, 
the mill has a license for and mixes 
a growing mash and a laying mash 
of its own, using a well known con- 
centrate. 

A line of poultry remedies is car- 
ried in stock. Gasoline is handled, 
the pumps being on the mill prop- 
erty but outside the building. 

“We do get out of our immediate 
territory somewhat by making sales 
to patrons of our creamery,” said 
Mr. Matten, “some of whom bring 
in their cream from a considerable 
distance. But ours is a close-knit 
community. All patrons of the 
creamery are well acquainted with 
one another and with us.” 


Salshurys Expand Again 


A new building, devoted exclusively to 
the manufacture and packaging of poultry 
health medicines. will be erected by the 
Dr. Salsbury’s Laboratories, Charles City, 
Ia. The structure will be built entirely of 
steel, concrete and tile, with translucent 
glass window panels emphasizing the hori- 


zontal plane of its modern architectural 
design. Latest processing machinery will 
be installed to speed the production and 
increase the output. This building will be 
ihe fourth major plant division of the firm 
and the second expansion in two years, 
to handle increased demand for remedies. 
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— feed patrons 


(Continued from Page Twenty-one) 


the customary salutation. The body 
of the letter reads as follows: 

“Your indebtedness is past due 
and while we are willing to extend 
favors as far as possible, we desire 
to impress upon you the necessity 
of meeting the same promptly. We 
are asking nothing more of you 
than our creditors demand of us. 
Please give this your immediate at- 
tention and oblige.” 

Mr. Asleson finds that these han- 


@ Dr. Salsbury’s Avi-Tab is supplied to feed 
dealers in bulk, ready for mixing with poultry 
and turkey feeds. 

Feed, when fortified with Avi-Tab, acts as a tonic and 
conditioner for flocks of all ages. 
treatment for flocks which are in a run-down condition, 
lazy, or sluggish. Repeatedly, it has been observed that 
flocks treated with Avi-Tab respond with increased red- 
dening of the comb and wattles, and in general have more 
vitality and better appearance. 

Dr. Salsbury’s Avi-Tab is a concentrated medicine in 
granulated form; 
beneficial to digestion and the digestive organs. 


AVI-TAB RECOMMENDED AS A TREATMENT 


dy printed forms work well and 
make it easier to follow up on de- 
linquents. Some times in the rush 
of business follow up work might 
be neglected if it were necessary 
to dictate individual letters. How- 
ever, with these printed forms there 
is no excuse for a failure to pursue 
past due debtors. 

Continuing its progressive for- 
ward march, the City feed mill in- 
stalled new machinery in 1940. In- 
cluded in the new equipment were 
two Prater one ton mixers and a 
Prater 50 h.p. grinder. This repre- 


Avi-Tab is the ideal 


contains well-known drugs which are 


FOR MYCOSIS 


Avi-Tab contains ingredients that have an inhibiting 
action on fungi and mold organisms, and the good results 
obtained with Avi-Tab justify its use in combating this 
type of disease infection. 


MANY SELLING HELPS ARE FURNISHED 


FEED DEALERS 


e@ Attractive product folders are furnished to dealers for 
envelope stuffers, package inserts, or for over-counter hand- 


outs. Printed tags are supplied for use on bags containing 

; feed fortified with Avi-Tab. National advertising in farm 
and poultry papers advise poultry raisers to go to their 
local feed dealers for feed fortified with Avi-Tab. For more 


ey information about this profit-producing plan, write Dr. 
Ee ie Salsbury’s Laboratories, Charles City, Iowa. 

“4 7 otk @ Dealer Emblems Which Guide Poultry 


Raisers to Dependable Poultry Service 


Nation-wide POULTRY 
HEALTH SERVICE 


PANS TO... 


CONCENTRATE 


Charles City, Iowa 


A Nation-Wide Poultry Health Service 


sented an investment of several 
thousands of dollars but was well 
worth while, Mr. Asleson says. 

At present the firm charges 10 
cents per bag for grinding and does 
not charge for its mixing service. 
The mill owns one truck which is 
used for pickup and delivery 
service. 

Mr. Asleson believes in keeping 
his contacts fresh. He spends at 
least one-day a week visiting farm- 
ers. Often he is called out on spe- 
cial business in order to give per- 
sonal advice on vexing farm feed- 
ing problems. If the diagnosis looks 
too difficult, Mr. Asleson never hesi- 
tates to call in nutrition experts 
from the firm which supplies his 
feed. 

Today the mill handles not only 
feed but also fertilizer, seed, salt, 
and other sidelines. Selling quality, 
taking advantage of sales promo- 
tion ideas, carrying sufficient stocks, 
watching credit and giving good 
service are factors which have 
made the City feed mill a success. 

MERCK TO EXPAND 

In order to supplement the manufactur- 
ing facilities of its chemical plants at Rah- 
way, N. J. and Philadelphia, Pa., Merck & 
Co.. Inc. has decided to construct a new 
manufacturing plant in the Stonewall dis- 
trict of the Shenandoah valley of Virginia. 

Plans include the construction of a pow- 
er plant, service building, warehouse, ma- 
chine shop and two manufacturing units 
for the production of vitamins and other 
chemicals. In accordance with its policy to 
provide production facilities in advance of 
the demand for new and important pro- 
ducts, the company will also expand its 
facilities at Rahway where two factory 
buildings are now under construction, in 


_ addition to the new analytical control 


building which is nearing completion. 
VISIT SUNNY CLIME 

Indiana feed and grain folks who are. 
spending vacations in the South include 
Walter Beck, director and former president 
of the Indiana Grain Dealers association, 
Shelbyville, and his wife, Mr. and Mrs. 
Ed Shepperd, Indianapolis, Mr. and Mrs. 
Walter Moore, Mr. and Mrs. E. Sowash 
and Mr. and Mrs. Bert Springer. 

ELLIS JOINS SALSBURY’S 

William C. Ellis, artist and _ illustrator, 
formerly with Look magazine, has joined 
the staff of Dr. Salsbury’s Laboratories, 
Charles City, Ia. His duties will include 
the production of full color drawings, mag- 
azine page layouts, charts, diagrams, and 
other art work incorporated in the five 
million pieces of literature issued annually 


by Dr. Salsbury’s Laboratories. 


@ LYLE PULLEY, Mingo, Iowa is the new 
manager of the Clark Brown Grain Co. 
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ATTENTION! 
FEED DEALERS 


Larro Research Farm announces a new improved ‘“‘Farm-tested” Turkey Finisher 
—an outstanding new General Mills product. Like our former Finisher, it will 
be known in the east aa LARRO TURKEY FINISHER and in the central west 
as GOLD MEDAL TURKEY FINISHER. With this new, improved product 
you can offer to your feeders these three big PROFIT ADVANTAGES over 
our former Finisher: 


Gold Medal Turkey Finisher 
is sold in the central west 
from Minnesota and Wise 1. It produces better weight gains. 


consin south to Texas. 


2. The birds require less mash and 
less total feed per pound of gain. 


3. They eat more of the cheaper grains. 


Larro Turkey Finisher is sold 
in the eastern states includ- 
ing Ohio and the lower pen- 
insula of Michigan. 


Here are some of the changes which have made possible these improved results. 
The protein guarantee has been increased from 19% to 27% (40% more protein 
in the new product). The content of the vitamin known as Flavin has been 
greatly increased. Likewise the content of Vitamin A. 


There may be a LARRO or GOLD MEDAL dealership open in your territory 
right now. If so, this NEW TURKEY FINISHER offers you an unusual oppor- 
tunity to introduce your feeders to outstanding feeds. They’ll read about it in 
our advertisements and hear about it from GOLD MEDAL and LARRO users 
—why not make it available through you? Write today for details to Washburn 
Crosby Company at Minneapolis, Minn., or Kansas City, Mo., or to the Larrowe 
Milling Company, Box 68, North End Station, Detroit, Mich. 


a registered trademark of General Mills, Inc. 


TURKEY FINISHER 


THE FEED BAG — April, 1941 ewe 


rey ote an average hey ate on cvera® 
1.28 & Ibs. 5.72 \bs- 
for each pound of ghey They ate onl 
ia 


BRAND 


ENRICH YOUR FEEDS 
THE LIME CREST WAY 


Enriching feeds with LIME CREST 
Calcite Flour makes them rich in the calcium that every feed must supply. 
In addition to calcium it furnishes significant fractional amounts of “trace” 
elements that are becoming recognized as nutritionally important, such as 
iron, Copper, manganese, zinc and many others. 

Mineralizing your feeds—the LIME CREST Way—is both economical 
and efficient and may even reduce the cost of the feed. LIME CREST 
Calcite Flour, prepared to your specifications, with iodine and manganese 
added, generally costs less than any other feed ingredient youare now using. 


For Profitable Results Use Calcite Flour Generously 


The amount of LIME CREST Flour to be included may range as high as 
5 Ibs. per 100 Ibs. of feed. Leading authorities are recommending calcium 
carbonate (high-grade limestone) at 5% levels for laying mashes, and an 
increasing number of feed manufacturers are using 4% or moreas standard. 


Making available needed minerals can be done in two ways: 


1. Mineralize and enrich your feeds with LIME CREST 


Calcite Flour, plain, or with Iodine or Manganese, 
or both, added. 


2. For your poultry-mash customers, see that the dealers stock 
LIME CREST Calcite Crystals to fill “grit” orders. LIME 
CREST “Grit” is crystal-hard, helping birds to grind their 
feed and furnishing additional Calcium and trace minerals for 
body repair and shell making. Poultry eat “Grit” as Nature 
urges them to mineralize. 


For full information on plain Calcite Flour, lodized Calcite, Manganesed 
Calcite, or Maniodized (Manganese and Iodine) Calcite, and about dealer- 
ships for LIME CREST Calcite Crystals, address: 


LIMESTONE PRODUCTS CORPORATION OF AMERICA 
BOX 6, NEWTON, NEW JERSEY 


HOME OF “LIME CREST” CALCITE PRODUCTS 


Lime Crest Calcite Products come from the mineralogically rich deposit known as Franklin 
white crystalline limestone located near Newton, New Jersey. The unusual character of the 
calcite—natural crystallized calcium carbonate—found here makes it particularly valuable 
as a mineral supplement for poultry and animal feeding. 
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California Dealers to 
Meet on April 24-26 


Problems on merchandising and other 
subjects pertinent to the feed industry will 
feature the 17th annual convention of the 
California Hay, Grain and Feed Dealers 
association to be held April 24, 25 and 26 
at the Palace hotel in San Francisco. 

Plans are being made for an outstanding 
group of convention speakers including Al- 
bion Ross, foreign correspondent for the 
San Francisco Chronicle, according to R. J. 
Smith, chairman of the program and pub- 
licity committees. 

Other convention highlights will include 
bowling and golf tournaments, sight-seeing 
tours, and special entertainment programs 
for the ladies. 

Ben Outsen is general chairman of the 
event. Other convention committees are: 

Finance—E. R. Warren, G. P. Bloxham, 
Ed Hansen, A. H. Ascherman, T. J. Con- 
verry. 

Entertainment & Activities—Roy T. Ma- 
son, L. R. Hunt, E. R. Bailey, Norman Young, 
Fred P. DeHoff, M. C. Evans, L. B. Hart, 
L. R. Woodhull. 

Program & Publicity—R. J. Smith, and 
Harry F. Enos. 


@ LISTON GRAIN & LUMBER CO., Liston, 
Ind. plans a number of improvements to 
its plant. 

@ ARNOLD ORME & SONS, Rushville, Ind., 


recently installed a new hammer mill. 


@ LUKE A. MURPHY, 67, St. Charles, Mich., 
who formerly operated Hart Bros. grist mill, 
died recently. 

@ R. G. WHITE, Duluth, Minn., has been 
appointed manager of the feed and fertiliz- 


er division of the Land O’ Lakes creameries. 


@ IGLEHART BROS., Vincennes, Ind., plan 
to make a number of new improvements 
in their grain handling business. 

@ JULIUS A. BAKKEN, Kent, Minn., man- 
ager of the Farmers Elevator died March 4. 
e@ P. H. GUST, Fergus Falls, Minn., will 
erect a new feed mill and elevator. Cost 
of the new structure will be between $25,- 

000 and $30,000. 

@ B. L. BYERS grain elevator, Summit 
Point, W. Va., was recently destroyed by 
fire. 

@ NORRIS CITY MILLING CO., Carmi, IIl., 
has installed new equipment for grinding, 
mixing, and sacking all kinds of commer- 
cial feeds. 

@ JOHN E. FONSETH, Greensburg, Ind., 
has opened a new feed store at 201 S. 
Broadway. 

@ FARMERS FEED & FUEL CO., Burling- 
ton, Wis., sponsored a free movie for farm- 
ers last month on new and better ideas 


for crop production. 


@ L. D. FLANAGAN, Russell Springs, Ky., 
has opened a new feed and seed store. 
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Balance 


in merchandising important 
factor says harry bahler 


BOUT fifteen years ago, a 

business was established in 

Remington, Ind., which ten 
years later went under the manage- 
ment of Harry F. Bahler, one of the 
best all-around feed merchandisers 
in the state. It operates now as 
Bahler Feed Service. 

“Speaking of balanced mashes,” 
declared a poultryman in Jasper 
county, just a few miles out of Rem- 
ington, “you'll find ‘em at Bahlers 
—and ‘balanced merchandising’ 
too. Harry is a fellow who keeps up 
all ends, never getting so enthusi- 
astic over one angle of his business 
that he neglects everything else.” 

A study of the Bahler business 
past and present indicates that the 
poultryman is about right. The own- 
er has won success largely because 
of balanced merchandising, prac- 
ticed constantly through several 
years. Recently, the plant was 
much improved by the addition of 
a second hammer mill, a complete 
re-arrangement of milling equip- 
ment, an office remodeled, and a 
new front built on the building. 
The operator of this business has 
every faith in the future and is con- 
stantly on the alert, endeavoring to 
discover new ways to improve his 
service. 

In addition to the feed business, 
Mr. Bahler handles a variety of 
poultry supplies, remedies, hog 
equipment, brooder houses, and 
does a good volume of custom 
grinding and mixing. It is a farmers’ 
kind of service business—a place 
where everybody is busy, yet 
friendly and cordial to all comers. 
There are four employees. 

Remington is a fine little town of 
about 850, situated in one of the 
really good poultry counties of Indi- 
ana. The country around is made 
up of fairly level, well-improved 
farms, and there are many folks in 
that locality of thrifty German and 
French extraction. It is said that the 
quality of people influences land 
values even more than the fertility 
of the soil. Some sections not so 
very productive have high-priced 
land because of location and the 
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kind of people dwelling there. 
“Some of my advertising has 
been carried in the local news- 
papers,” said Mr. Bahler recently, 
“but we go in heavily for direct- 
mail. We get out a good deal of 
printed matter provided us by a 
commercial feed manufacturer and 
we make steady use of our duplica- 


tention, you will find that merchan- 
dising occupies the limelight at Bah- 
ler Feed Service. 

“We believe in keeping stock pre- 
sentable,”’ said Mr. Bahler. “At least 
once a week we do a little house- 
cleaning, rearrange stock, put up 
fresh, timely advertising. Some days 
we are rushed and cannot just ex- 
actly have things in the neatest 
order but we do not let things re- 
main that way long. We've found 
that a fairly constant use of the 
principle of ‘live display’ is benefi- 
cial here. At the present time we 
have baby chicks on display, eating 
our mashes and thriving on it, right 
before the eyes of customers. These 
chicks help sell mash and they help 
enliven the surroundings. This is a 


= good poultry country and our suc- 


IT PAYS to put on a bold front 
in the feed business when the 
front pertains to a snappy look- 
ing store. Harry Bahler's estab- 
lishment has such a front as 
this picture shows very clearly. 


tor. 


A duplicating device is one 
of the best items of office equipment 
and can be used in more ways than 
most of them are using it. My ad- 
vertising has been very good in the 
matter of results and I’m not plan- 
ning any particular changes in the 
program at the present time.” 
Merchandising is the big word in 
the feed industry today. Nothing is 
more needed than an increase in 
retailing efficiency. In any ordinary 
location, good feed manufacturers 
are getting a fine distribution when 
the retailer is alert, energetic, and 
competent. Where the local fran- 
chise is in the hands of the wrong 
man, no matter how good the terri- 
tory is, the distribution is invariably 
disappointing. As in so many other 
retail feed spots now attracting at- 


cess depends in large part upon 
the cultivation of goodwill in local 
poultry circles.” 


As is so many other feed mer- 


~ chants in good chicken country, Mr. 


Bahler is actively promoting the 
sale of poultry remedies, disinfec- 
tants, and germicides. He is con- 
nected with possibly the best pub- 
licized line of this kind in the coun- 
try and is making it add to his in- 
come. It is the same old story 
throughout the United States. If a 
dealer has absolute faith in the 
merits of his line of remedies, tells 
his story everywhere, provides cull- 
ing help, conducts postmortems to 
determine the real nature of disease 
outbreaks, and keeps up the best 
he can with poultry diseases, their 
diagnosis, prevention and cure, the 
farmers will be glad to boost for 
him. 

“It's that way here,” conceded 
Mr. Bahler freely. “A line of quality 
remedies has a definite place in the 
feed store or feed mill and we keep 
up with modern ideas by means of 
Purdue short course work and 
through the short training schools 


(Continued on Page Forty-one) 
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Vitamin Age 


This is the age of vitamins— 

B, to help keep up our chins, 

And D for growing firm, straight 
bones; 

Who takes them seldom doctor 
phones. 

There's A, oft’ known as carotene 

In vegetables or leaty green, 

And good friend of the stork is E 

Which helps to ban sterility, 

While scurvy scampers on a riot 


When our friend C is in the diet. 
Yes, these we know and soon may 
get 

The whole run of the alphabet. 

‘Tis magic when we pause to think, 

How science guards our food and 
drink 

And feeding on the farm today 

Has made the cows and chickens 
pay, 

Because the men who make the 
feeds 

Prepare them as for human needs. 

Who knows what science may bring 
next 


e Careful 


Selection of 
Raw Materials 


Soybeans for process- 
ing in Kellogg plants 
are carefully inspected 
and bought only when 
meeting the highest 
standards of quality. 
This quality is main- 
tained in carrying out 
the plant processes. 
The Kellogg control 
laboratory and trained 
chemists at each plant 
make certain that Kel- 
logg Meals, both Soy- 
bean and Linseed, are 
uniformly excellent. 


m 


SPENCER KELLOGG AND SONS, INC. 


Sales Offices: Buffalo, Chicago, Decatur, Ill., Des Moines, 
Minneapolis, Los Angeles 
Mills: Buffalo, Chicago, Decatur, Ill., Des Moines, Minneapolis, 
Edgewater, N. J., Los Angeles 


That's still not in its growing text 
But rest assured that you will see 
Its progress in this industry. 

@ WALTER H. AIMAN, elevator, Leroy, 
Ind., has erected a new addition to the 


feed mill section. 


@ DETRICK GRAIN & MERCANTILE Co., 
Tippecanoe City, Ohio, has installed two 
new ton mixers, bucket elevator, hammer 
mill and other equipment. 

@ HARRY A. COLE, Grant Park, Ill., has 
returned to his duties as manager of the 
Grant Park Cooperative Grain Co. after a 
long illness. 


Calendar 


of coming events 


Springtime Egg Festival 
March 6 to May 6 
California Hay, Grain & Feed 
Dealers Association, Palace Ho- 
tel, San Francisco. ..April 24-26 
American Millers Association, 
Brown Hotel, Louisville, Ky. 
May 5-6 
Texas Grain & Feed Dealers Asso- 
ciation, Lubbock, Tex..May 9-10 
Illinois Grain Dealers Association, 
Board of Trade Bldg., Chicago 
May 12-13 
American Corn Millers Federation, 
Chicago Towers, Chicago, Ill. 


Kansas Grain, Feed & Seed Deal- 
ers Association....... May 16-17 


Missouri Grain, Feed and Millers 
Association, Hotel Connor, Jop- 

Ohio Grain & Feed Dealers Asso- 
ciation, Deshler-Wallick Hotel, 
Columbus, O.......... June 2-3 

Central Retail Feed Association, 
Schroeder Hotel, Milwaukee 

June 9-10 

Society of Grain Elevator Superin- 
tendents, Minneapolis, Minn. 

June 9-10-11 

American Feed Manufacturers As- 
sociation, Homestead Hotel, Hot 
Springs, Va....... June 12-13-14 

International Baby Chick Show. 
Municipal Auditorium, Kansas 
| July 22-25 

Grain & Feed Dealers National 
Association, Commodore Perry 
Hotel, Toledo, O.. .Sept. 14-15-16 

American Soybean Association, 


Des Moines and Ames, Iowa 
National Feed Week... Oct. 20-25 


Association of American Feed 
Control Officials, Willard Hotel, 
Washington, D. C.....Oct. 30-31 

Western Grain & Feed Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, Ia.......... Dec. 9-10-11 
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Audit 


7 | HE importance of frequent audits is a 
factor that is often overlooked by the 
average businessman. This is particularly 
true in the feed industry. 

The necessity of efficient bookkeeping 
methods has often been stressed; but the 
most detailed set of books is of little value 
if the story they tell is not analyzed in an 
understandable manner. 

At least once a year, sometimes oftener, 
a competent accountant should be called 
in to audit the books. In the mind of the 
average business man, an audit is con- 
ducted solely for the purpose of detecting 
shortages or discrepancies in the records. 

While it is true that an accurate account- 
ing will disclose such details, if they exist, 
it is by no means the primary purpose of 
the audit. Audits can pay big dividends in 
other ways. 

Many dealers keep their own records— 
others employ a part or full time book- 
keeper. At the close of the year the aver- 
age feed man adds up his inventory and 
sales, substracts his purchases and expen- 
ses, and thus determines his net profit or 
loss. Often he is content with these figures 
and does not bother, or is unable to make 
a further analysis. 

A complete audit, however, will bring to 
light many other interesting details which 
every dealer should know about his busi- 
ness. For instance, transposition of figures 
into percentages often reveals a different 
picture; perhaps certain items are being 
handled at a loss; maybe excessive power 
costs are eating up the profits or the addi- 
tion of new machinery may have increased 
the assets to such an extent that insurance 
coverage is out of line. An audit also re- 
veals the progress of the business by com- 
parison with other years and often rectifies 
costly errors or bookkeeping mistakes 
which might otherwise have passed un- 
noticed. 

The break-down of accounts receivable 


HARROD PROMOTED 

I. E. Harrod has been appointed district 
sales manager of the Eagle district for Al- 
lied Mills, Inc., Fort Wayne, Ind., according 
to an announcement by A. G. Philips, vice 
president in charge of sales. The Eagle 
district consists of the greater parts of Indi- 
ana, Illinois, Missouri and Kentucky. Mr. 
Harrod succeeds the late Paul G. Riley. 

Mr. Harrod has been with Allied Mills for 
almost fifteen years. A native of Ohio and 
a student of Ohio State university for two 
years, Mr. Harrod also owned and oper- 
ated a large general livestock farm in Ohio 
for several years. His headquarters will be 
at 211 No. Main St., Decatur, Ill. 

@ HOMER OSGOOD, manager of the 
Farmers Cooperative Elevator, Larchwood, 
lowa, recently held his annual pep meeting 
for patrons of his trade area. The program 
consisted of readings and entertainment 


Presented by young people of the com- 
munity. 
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get the facts on 
your business 


has often resulted in the revision or elimin- 
ation of a too liberal credit system. 

Too much can not be said for the value 
of an occasional audit. Any reliable ac- 
counting firm or C.P.A. will be glad to 
perform the service at a reasonable charge. 
If the books have never been checked the 


first auditing costs will probably be some- 
what higher than the succeeding ones. 
But once the practice is commenced, the 
cost of a regular audit for the average 
feed dealer should not exceed $25 to $50. 
Incidentally the value of an audit is 

invaluable if a dealer is planning to dis- 
pose of his business or borrow additional 
capital. It is likewise of great value in 
settling an insurance claim, making annual 
reports and determining taxes. 

@ KENT-DORAN elevator, Tintah, Minn., 
was recently damaged by fire. The loss 
included 18,000 bushels of grain and 3,000 
bushels of corn. 

@ PAUL ALLEN has recently opened a 
new feed store at Indianola, Iowa. 


1074 Tenth Ave. S. E. 


BIG CAPACITY — grinds grains, screenings, 


ear or snap corn and roughage materials. 
Long-wearing patent beaters 
Rasp-like cutting plate 
One-minute screen change — and other 
outstanding features. 
3 SIZES—Model 15 — 15 to 30 HP. 
Model 17 — 30 to 50 H.-P. 
Model 24 — 50 to 75 H.P. 
—All 3600 RPM—Belt or Motor Drive 
Write for full data and 30 DAYS TRIAL PLAN 


A. E. JACOBSON MACHINE WORKS, Inc. 


Grinders—Corn Cutters—Magnetic Separators—Feed Mixers 


Minneapolis, Minn. 
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N any court of law, in any his- 
torical research, documentary 
evidence is the very best kind 
of evidence. A set of figures made 
by competent persons who possess 
the proper data for assembling the 
figures—a picture which shows con- 
dition or results—these are accept- 
ed as the best kind of evidence or 
proof. 

J. G. Weaver, operator of a feed 
store at Williamsfield, Ill., recogniz- 
ing the value of this kind of evi- 
dence, has adapted it to his selling 
of feeds and has found it very effec- 
tive. He uses both figures showing 
cost production and pictures of 
herds and flocks to aid in his selling 
program. 

Mr. Weaver owns and operates 
a farm himself—therefore he is just 
as much interested in keeping costs 
of production at a mimimum as are 
any of his customers. And, like his 
customers, he does not want any 
guesswork about the figures—he 
wants an itemized account of costs 
so he can figure exactly what his 
profits are. 

He keeps both hogs and chickens 
on his farm. While he is raising 
them anyway for sale, he makes 
them serve as demonstrations for 
the sale of feeds. He keeps careful 
account of everything fed and when 
the stock is sold, assembles the fig- 
ures to show the cost of production. 

Last year he raised a herd of 14 
hogs on which he kept exact costs. 
His demonstration was so success: 


illinois dealer 


says 


Feeding 


will clinch more sales 


CONSISTENT merchandising is 
a profit policy at the Weaver 
Feed Store. Top picture shows 
J. G. Weaver and his son, 
Gerald, standing in front of 
their fine store which features 
diversified display. The elder 
Weaver handles the feed store 
department while Gerald han- 
dles the hatchery. The two 
lower pictures are of customers’ 
flocks. The farm test demon- 
stration chart at the bottom of 
the page is from Mr. Weaver's 
own farm. 


ful that he not only used his figures 
to sell feeds to his own customers, 
but the manufacturer of the com- 
mercial line he carries also used 
it in some advertising. 

He has the demonstration results 
neatly typed on a card which he 
shows to customers and prospective 
customers, both in the store and in 
soliciting in the. field. 

With several copies of this card 
conveniently placed in the store 
where customers can see it or 
where it is convenient to show 
them. Mr. Weaver gets fine pub- 
licity from it. By carrying a copy 
with him when calling on farmers 
at their homes, he also uses it to 
good advantage. Farmers are al- 
ways pleased to see such results 
and showing them makes Mr. Wea- 
ver a welcome caller. 

However, Mr. Weaver fortifies 


himself with more documentary evi- 
dence in the shape of pictures. 
First, he has pictures of the herd or 
flock on demonstration. Then, he 
takes pictures of herds and flocks 
of his customers. These latter pic- 
tures are also very effective with 
neighbors of these customers and 
encourages them to try to have as 
nice looking flocks and herds, lead- 
ing, of course, to the sale of feeds. 

The use of pictures does not stop 
here, however. He takes pictures of 
flocks and herds of non-customers. 
These are taken with a small cam- 
era and he gives the owner an en- 
larged picture of the flock or herd. 
This goodwill gesture has been very 
effective. No attempt is made to 
force a sale of feeds on these, but, 
naturally, receiving a good picture 
makes farmers feel like patronizing 
the giver. 

While the pictures of the stock of 
non-customers are not used so much 
to show prospective customers as 
those of customers’ flocks and herds, 
they are frequently used to show 
the results of good care and a good 
feeding program in general to those 
who need improvements in these 
particulars. Mr. Weaver, while 
keeping at all times the brand of 
feed he sells in the forefront, does 


(Continued on Page Forty-seven) 


FARM TEST DEMONSTRATION 


J. G. Weaver 


Average weight, 14 head hogs Feb. 8.... 
Average weight, 14 head hogs April 22. . 


Total gain in 73 days 


Williamstfield, Ill. 


Feed Consumed 


120 bushels corn @ 40¢ 
12 bags hog supplement @ $2.77 
Total cost 


Feed Used to Produce 100 lbs. Gain 


Corn, 5.58 bushels 
Hog supplement 55.8 lbs. 


The hogs had received practically no supplement before starting the test. They 
were self-fed from the day the test started. This might account for the heavier 
amount of supplement consumed for each 100 lbs. gain. 
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Now! 


Poultry Biologics to 
Accompany Our Full 
Line of Established 
Pharmaceutical 

Remedies for Poultry 


The I. D. Russell Company is very 
glad to announce to all Russell Deal- 
ers that we have installed a new, 
modern, up-to-the-minute Laboratory 
for the manufacture of a full line of 
Biologics, including Antigens, Vac- 
cines and Bacterins. 


These products are being carefully 
and scientifically manufactured 
under the able direction of Dr. Kon- 
rad Fiesellmann, assisted by Leitha 
Fiesellmann, Bacteriologist. Both are 
recognized authorities on the manu- 
facture of biologics. 


A view of a portion of the new Russell Laboratory for the manufacture of 
Antigens, Vaccines and Bacterins. Dr. and Leitha Fiesellmann are in the 


foreground, with Dr. Thompson and two assistants in the background. 
TO EVERY 


Hatcheryman and The Following Biologics 
Poultry Supply Dealer Abe Now Included in the 


So confident are we that Korum will give 


complete satisfaction, we will send oe « 
ly FREE to any dealer who has never use 
... one quart Korum . enough s * usse ine 


Korum 
to treat 500 chicks 6 weeks ... so that 
you may thoroughly test Korum at our ex- 1 Pullorum Antigen 5 Autogenous ——- 


pense. All you need do is write us on your 


letterhead stating when you wish to 
sn posi test. Mixed Bacterin Avian 6 Avisepticus-gallinar- 


(Chicken formula) um Bacterin 

(fowl cholera typhoid) 
Gallinarum-typhi- 
murium Bacterin 


The fact that fowls of all ages like to 
drink Korum is one of the reasons why Mixed Bacterin Avian 
Korum has proven so effective. When you (Sides deen ws 
use Korum you will be amazed how much y 


easier, faster and healthier your chicks will 
mature into broilers or laying pullets . 4 P asteurella avicida (fowl typhoid-paratyphoid) 
i Reyes how quick broody hens snap out of it and Bacterin 8 Fowl P. , 
Pe how much egg production increases . . . (Fowl cholera) owl Pox Vaccine 
PKORUM $ how much better fertility and hatchability 
becomes. Korum acts as a mild and gentle 9 i 
AST satisfactory preparation foe 304 laxative and astringent. Pigeon Pox Vaccine 
llets, layers aad breederr, 
Pali. Has very exceptions! 
| LD RUSSELL COMPANY 
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AND WHAT DO COWS MAKE 
FROM DAIRY FEEDS 
THAT HELPS MAKE BETTER 2 
POULTRY MASHES? 


HE B-G VITAMINS 
OF MILK ! 


©The Borden Company 


READY-TO-MIX 


Two Products Made for Poultry Mashes 


Poultry mashes need ad- 
ditional B-G vitamin factors 
for growth, hatchability and 
egg production. The B-G 
group of vitamins as found 
in milk are many and their 
nature is complex. FLAYDRY has all that milk has, and they 
are concentrated in natural combinations in FLAYDRY to pro- 
vide a means of adding dependably standardized amounts 
of these needed factors to mash feeds. 


REG .U.S.PAT. OFF. 


REG .U.S.PAT. OFF. 


Fiaypry D has, in addition to the standardized amounts 
of milk’s B-G factors, natural, fish-liver Vitamin D, in dry- 
product form. FLAYDRY D, tested on chicks, furnishes the feed 
manufacturer an AOAC Vitamin D in convenient, easy-to-mix, 
easy-to-handle form. Shipped in 100-Ib. bags and available in 
any of the usual potencies, every FLAYDRY D shipment is backed 
by a Borden certificate of guarantee for Vitamin D potency. 


Both products are widely used by feed manufacturers because they fit readily 
into poultry-feed formulas. If you are not acquainted with the merits and sav- 
ings possible in using FLAYDRY and FLAYDRY D for your poultry mashes, write 
today for full information. 


GROWTH HATCHABILITY + EGG PRODUCTION 

THE BORDEN COMPANY 
Special Products Division. 

350 MADISON AVENUE, NEW YORK, N. Y.- 


The feed and grain trade was saddened 
to hear of the death on March 19 of Har- 
old E. Theile, former secretary of the West- 
ern Grain & Feed association, at a hospital 
in Buffalo Center, Iowa, his home town. 


Mr. Theile, known to his many friends as 
“Dodd”, was the son of Mr. and Mrs. Ed- 
ward Theile. The father is manager of the 
Farmers Elevator Co., Buffalo Center. He 
succeeded Ron Kennedy as secretary of the 
Western Grain & Feed association last 
May, but owing to ill health was forced to 
resign about a month ago. Death was due 
to high blood pressure. 


He was a graduate of Des Moines uni- 
versity and had also received his master’s 
degree from Columbia university. Prior to 
entering association work, he spent five 
years teaching economics, ciyics, and law. 
He also coached football at the Fort Dodge 
high school and junior college. Besides 
his parents, he is survived by his wife and 
two sons. 


POULTRY NUTRITION 

W. R. Ewing, National Oil Products Co., 
Harrison, N. J., is author and publisher of © 
a new 850 page book on “Poultry Nutri- 
tion”. The book is described as an “easy 
way to know the important facts about 
poultry feeds and feeding” with 75 illustra- 
tions, 12 color photos, 100 feed formulas, 
143 tables and charts, 1200 references, 2000 
questions and 32 chapters. The first edition 
is limited to 1000 and copies of the book 
may be purchased at $7.50 each from W. 
R. Ewing, 551 Park street, Upper Mont- 
clair, N. J. 


@ RON KENNEDY, former secretary of the 
Western Grain & Feed association, Des 
Moines, was married on March 15 to Miss 
Frances Gilbert, Spokane, Wash. Mr. and 
Mrs. Kennedy will reside at 205 Fourteenth 
St. S. E. Cedar Rapids, Ia., where Mr. 
Kennedy is associated with the Iowa Chain 


Store council. 
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vital topics will feature 


Central Geed Dealers 


convention june 9 and 10 


ROVING that the calendar 

leaves drop off mighty fast 

these days, the officers and di- 
rectors of the Central Retail Feed 
association have already made an- 
nouncement of preliminary plans 
for the 16th annual convention of 
their organization to be held June 
9 and 10 at the Schroeder hotel, 
Milwaukee. 

As usual, the program will be 
dotted with speakers who are ex- 
perts in their lines of endeavor. In 
addition, there will be an abun- 
dance of entertainment and a num- 
ber of new features—all of which 
it is expected will attract a record- 
breaking attendance. 

The history of the convention of 
the Central Retail Feed association 
has been one of progressive ad- 
vancement both from the standpoint 
of worth while programs and in- 
creasing attendance. This soaring 
interest has given the Central con- 
vention the reputation of being the 
best-attended in the feed industry. 

Although complete arrangements 
are not yet ready for announce- 
ment, a tentative array of features 
has been decided upon. One of 
the well known speakers who has 
accepted the association's invitation 
is R. C. Borden of the famous sales 
training firm of Borden & Busse, 
New York City. 

Mr. Borden is nationally recog- 
nized in the sales training field and 
has active knowledge of merchan- 
dising as applied to the feed indus- 
try since he is currently interested 
in sales promotion and coordina- 
tion for The Borden Co. 

During the past 10 years Mr. Bor- 
den has personally addressed more 
than a million salesmen, has written 
eight text books on selling and has 
made more than a score of talking 
motion pictures and sound slide 
films on the same subject. 

Mr. Borden's books on selling in- 
clude among others “How to Deliv- 
er a Sales Presentation”, “How to 
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R. C. BORDEN 


JOHN A. BECKER 


Make a Sales Point Hit’’, “How to 
Sell”, and “How to Win a Sales 
Argument”. Recently in his syndi- 
cated newspaper column Dale Car- 
negie said of Mr. Borden: “He is 
the most effective dramatizer of 
sales information I know.” 
Another feature of this year's 
convention as announced by Presi- 


dent John A. Becker, Wm. A. Becker 
Co., Monroe, Wis., will be a Dairy- 
land Farm Institute program. This 
feature will be staged Monday af- 
ternoon, the first day of the conven- 
tion, and will provide speakers who 
will discuss the relation of the feed 
industry and agriculture to econ- 
omic preparedness. In addition, the 
institute program is expected to re- 
veal a glimpse into what the future 
holds for the feed industry. 

Speakers of national importance 
are being contacted to participate 
in the Dairyland Farm Institute fea- 
ture but complete details will not 
be available for several weeks. 
However, dealers are urged not to 
miss this program since every 
speaker will be an authority in the 
field and will have a message of 
utmost importance. Subjects cover- 
ed will not only include the dairy- 
man and general farmer but also 
the problems of the poultryman. 

There will also be a question and 
answer program with regular mem- 
bers of the association eligible to 
compete for special awards. This 
feature will be called “Whole Hog 
or None” and the awards for deal- 
ers who participate will double 
with each question answered cor- 
rectly. A well-known master of 
ceremonies is scheduled to direct 
the event. 

The annual banquet will be held 
Monday evening and entertainment 
arrangements will be handled by 
the Milwaukee Grain & Stock Ex- 
change. William C. Moll, Franke 
Grain Co., is chairman of the com- 
mittee in charge. He is being as- 
sisted by Clarence D. Moll, the Pae- 
tow Co.; A. E. Bush, Froedtert 
Grain & Malting Co., Inc.; R. G. 
Leistikow, Stratton Grain Co.; J. H. 
Mallon, Chas. A. Krause Milling 
Co.; L. E. McClelland, Cargill, Inc.; 
and Norman Witt, Mohr-Holstein 
Commission Co. 


(Continued on Page Thirty-six) 
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PONT ANNOUNCES 


Vitamin D for poultry feed manufacturers 


now available through 


“D’-ACTIVATED ANIMAL STEROL (VITAMIN D) 
In kdible Powder 


UNRETOUCHED PHOTOGRAPHS OF CHICKS 


IN DU PONT ASSAY NO. 45 


The potency of “Delsterol” is tested by chick 
assay methods prescribed’ by the Association 
of Official Agricultural Chemists. The chicks in 
the photograph above were fed with “Delsterol” 
in Du Pont’s assay No. 45. At the completion 
of this three-week test period, these chicks 
showed normal, healthy growth. Below are 
shown individual chicks from the control group 
fed on a ration without Vitamin D in the same 
assay. These chicks were weak and unthrifty, 
the result of Vitamin D deficiency. 


REG. U. S. PAT. OFF. 


HE development of ‘“‘D’’-ACTIVATED 

ANIMAL STEROL climaxed ten years of 
Du Pont research to perfect a new and eco- 
nomical source of Vitamin D. And now, for 
the first time, increased production facilities 
make possible this announcement to poultry 
feed manufacturers. 


“Delsterol”—a domestic product 


‘“‘Delsterol” is the result of a new scientific 
discovery, and is made entirely from domestic 
raw materials. This alone sets it apart from 
other sources of Vitamin D, for it protects the 
feed manufacturer against scarcity of supply 
and attending high prices when world condi- 
tions are disturbed. 


A new source of Vitamin D with 
Many Unexcelled Features 


But even more important, ‘‘Delsterol” has a 
number of specific, distinctive qualities which 
have been proven in the laboratory and in field 
tests. It’s more economical. Has unusual sta- 
bility. And as it has a powder carrier, it’s 
more easily and more efficiently dispersed in 
mash. In cold weather, it won’t congeal. Can’t 
impart “off” taste or odor. Since “‘Delsterol” 
is highly concentrated, it’s easier to store 
and to use, and affords substantial economies 
in transportation costs. 


Tested, Dependable and Economical 


Vitamin D is an essential nutritional element. 
Adequate amounts of Vitamin D must be fed 
to chicks for normal growth and sound bone 
development, and to mature stock for satis- 
factory egg production and good hatchability. 
Today, “Delsterol” supplies this all-important 
feeding ingredient in a new, dependable and 
economic form. It holds its potency. Its effec- 
tiveness and value have been proven over and 
over again through careful research and test- 
ing in actual use. 


Technical Service 


Write for informative booklet on “‘Delsterol.” 
Our technical staff is prepared to render service 
and assistance to poultry feed manufacturers, 
either in the field or in our new air-condi- 
tioned biological laboratory. These facilities 
for specialized assistance have been developed 
as a constructive service for the poultry feed 
industry and are now available in connection 
with essential poultry-feeding problems. 


E. I. DU PONT DE NEMOURS & CO. (INC.) 
ORGANIC CHEMICALS DEPT., WILMINGTON, DEL. 


*"'Delsterol” is Du Pont's registered trade mark for 
"D"-ACTIVATED ANIMAL STEROL. The Association 
of Feed Control Officials has authorized this designation 
for feed manufacturers using "'Delsterol” asa Vitamin D 
supplement for poultry feeds. The designation is placed on. 
feed bags and wherever else it is required by authorities. 


1. Provides Vitamin D requirement for nor- 
mal growth and bone development of chicks, 
satisfactory egg production and good hatch- 
ability. 


2. Is a uniform domestic product of proven 
efficiency and potency, providing a depend- 
able and unvariable source of Vitamin D to 
supplement feeds. 


3. Made by Du Pont, and tested by chick as- 


Outstanding Advantages of “Delsterol” 


says in Du Pont and independent laboratories. 


4. The powder carrier of “Delsterol” affords 
unusual dispersement qualities the year 
around. Eliminates “off” tastes and odors. Is 
easily mixed in any standard equipment. 


5. Has unusual stability. Guaranteed for one 
year when stored in original containers. 


6. Highly concentrated. More economical to 
ship and store. 


DELSTEROL 


REG. U.S. PAT. OFF. 


_ DU PONT’S TRADE MARK FOR“D”-ACTIVATED ANIMAL STEROL | 
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UGUST LUEDTKE, manager of 

the Lomira Co-op, Lomira, 
Wis., goes in for sidelines in a 
big way. This is meant literally as 
well as figuratively, for Mr. Luedtke 
has made an outstanding success 
as a feed dealer handling farm 
equipment. He sells most every- 
thing from tractors to silos and finds 
that such sidelines are excellent 
profit makers. 

Last year, Mr. Luedtke disposed 
of 16 new tractors from which he 
realized a substantial net income. 
He also sold other machinery and 
a number of silos in addition to his 
usual large volume of feed and 
grain business. 

In a way, Mr. Luedtke’s tractor 
operations puts him in the class of a 
big city auto dealer. The problem 
for auto dealers is a turnover of the 
cars which are traded in on new 
models. In Mr. Luedtke’s operations 
he often takes used tractors in trade, 
but due to his ingenuity he has de- 
vised a way to make these used 
tractors pay their own keep. 

Last year Mr. Luedtke was con- 
tacted by a neighboring farmer who 
makes a specialty of threshing. 

“I'd like to get a new tractor but 
can't afford it right now,” said the 
farmer. “With my threshing season 
coming on I will need some form of 
power which will help me to do my 
work in a hurry.” 

Mr. Luedtke saw a chance to put 
some of his used tractors to work 
and offered to rent the farmer a 
tractor to furnish threshing power 
on a per bushel basis. To this the 
farmer quickly agreed. The farmer 
promised to pay Mr. Luedtke three- 
quarters of a cent a bushel as rent 
for the use of the tractor. 

Before the season was far under 
way Mr. Luedtke had rented several 
more tractors to farmers. In the first 
case mentioned, Mr. Luedtke real- 
ized $130.00 rental from the tractor 
which he had up for sale for $250.00. 

“This rental idea worked very 
well.” says Mr. Luedtke. “It not only 
provided a cash income from ma- 
chinery which would otherwise 
stand idle, but every farmer who 
rented from us was a good prospect 
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provides lomira feed man 
with additional income 


for a new machine. In a number of 
cases we sold new tractors to farm- 
ers who had rented our used ma- 
chines.” 

Mr. Luedtke has been manager of 
the Lomira concern ever since 1921 
and all during that period he has 
sold farm machinery as a sideline 
to his regular feed and grain busi- 
ness. For the past seven years he 
has been ably assisted by his 
daughter, Beulah. Miss Luedtke 
now handles most of the detail in 
the office and has proven herself 
extremely capable in dealing with 
the trade. 

This firm does a large volume of 
business in molasses feeds since it 
is located in the heart of a great 
dairying region. Some of the finest 
milk cattle in the Badger state are 
in this section and this has been a 
big factor in building a large feed 
business for the firm. 

Recently Mr. Luedtke installed a 
Strong-Scott molasses mixer which 
enables him to give more efficient 
service to his farm customers. At 
the present time Mr. Luedtke pur- 
chases his molasses in tank cars. 

The firm also operates modern 
grinding machinery and charges 
eight cents a bag for grinding. 
When farmers want custom mixing 
the charge is five cents a hundred 
but Mr. Luedtke gives his molasses 
mixing service without extra charge. 

Mr. Luedtke believes in adjusting 
his business policies to permit doing 
business with almost any reliable 
customer. One of the results of his 
flexible policy is reflected in a spe- 
cial “animal” barn which Mr. Luedt- 
ke maintains on the firm's premises. 

This barn is 50 by 140 feet and is 
almost always filled with choice 
farm animals. On a typical day Mr. 


AUGUST LUEDTKE, top right, 
has been the manager of the 
Lomira Co-op Co., Lomira, 
Wis., for many years. He is 
ably assisted by his daughter, 
Beulah, shown below. 


Luedtke may be out calling on one 
of his farmers. The conversation 
would go something like this: 

“You know, August, I would like 
to get a new silo this year but I am 
short of cash,” says the farmer, nev- 
er looking up from his milking. “The 
old place could stand a new silo but 
I'll be darned if I know how I'm go- 
ing to pay for it.” 

Mr. Luedtke, appearing uncon- 
cerned, continues to examine the 
fine herd of dairy cattle owned by 
the farmer. 

“This is a fine cow you have here, 
Lem,” says Mr. Luedtke. “In fact, 
I think you could spare one or two 
of your good milkers. Now you 
need a silo and I could use this cow. 
Suppose I give you $125.00 for the 
cow and you can get that silo 
you've been wanting.” 

In a short while the deal is closed. 
Mr. Luedtke has another cow for his 
barn and Lem has obtained the silo. 

This method of helping his farm 
customers obtain their needs, has 
made money for the Lomira firm. 
Mr. Luedtke keeps the cows, hogs 
and other animals in the firm's barn. 
Later, as the occasion arises he sells 
the animals to other farmers in the 
territory. Most of the time he is 
able to resell the stock at a profit. 


Sturdy Chicks 


Mean 
Sturdy Profits! 


ARMOUR’S 50% MEAT 
AND BONE SCRAPS is 


an unusually fine supplemen- 
tary feed for chicks. It provides 
the protein they need for put- 
ting on weight quickly, and it 
provides calcium, phosphorus, 
and other minerals essential for 
strong bones and resistance to 
disease. 

Hundreds of feed dealers have 


found that Armour’s Meat and 
Bone Scraps pleases their cus- 
tomers because it works. It 
cuts down brooder losses and 
helps materially to develop 
layers as well as the best 
type of market birds quickly. 
That’s why poultry raisers come 
back... and they’ll come back 
to you...for Armour’s Meat and 
Bone Scraps! 


ARMOUR anon COMPANY 


ALSO MAKERS OF 60% DIGESTER TANKAGE AND SPECIAL 
STEAMED BONE MEAL (65% BONE PHOSPHATE OF LIME) 


— central 


(Continued from Page Thirty-three) 


As usual $100.00 in special at- 
tendance awards will be distributed 
during the convention. Five $5.00 
bills will be distributed the morning 
of the first day and a like amount 
during the afternoon. The second 
morning there will be five $10.00 
awards for members only. 

Officers of the Central association 
in addition to President Becker are 
Paul Gebert Jr., Lincoln Mill, Merrill, 
vice president, and Ben J. Logan, 
Westby Feed Co., Westby, secre- 
tary-treasurer. The three officers 
serve on the board of directors 
along with Orin Trindal, O. W. Trin- 
dal & Son, Loyal; Albert Zutter, Al- 
bert Zutter Elevator Co., Chippewa 
Falls; Jacob Hunter, Antigo Flour & 
Feed Co., Antigo; Fred H. Pittelkow, 
H. P. Schmidt Milling Co., Oshkosh; 
M. E. Shurtleff, The Shurtleff Co., 
Elgin, Ill., and James Keegan, Kee- 
gan Bros., Richland Center. David 
K. Steenbergh, publisher of The 
Feed Bag, is executive secretary. 

@ JERTSON ELEVATOR CO., Granite Falls, 


Minn., has purchased a new seed and 
grain cleaner. 


Employment Bureau 


A complimentary, confidential service — 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


SALESMAN—Seven years experience as gen- 
eral manager. Well acquainted with feed trade 
in Minnesota, Wisconsin and northern Michigan. 
Good knowledge of feed and fertilizer formuias. 
Married, age 29. Refer to No. 2141, % The Feed 
Bag, Milwaukee, Wis. 


POSITIONS AVAILABLE 


SHIPPING CLERK—man with ability to super- 
vise labor in flour and feed manufacturing 
plant. Refer to No. 1240A, % The Feed Bag, - 
Milwaukee, Wis. 


FEED SALESMAN—Eastern territory. Must be 
acquainted in feed industry and be able to pro- 
duce. Give full information. Refer to No. 1410A, 
‘ The Feed Bag, Milwaukee, Wis. 


SEED SALESMAN —Central Wisconsin terri- 
tory. Salary and bonus. Car furnished and 
expenses paid. Give full information in first 
letter. Refer to No. 4041A, % The Feed Bag, 
Milwaukee, Wis. 


SALESMAN — Reliable man now calling on 
feed dealers to present our new Feed Ad Kit. 
A complete advertising program built especially 
for the feed dealer. Give us information about 
yourself, reference and territory you cover. 
— to No. 441A, % The Feed Bag, Milwaukee, 

is. 


SALES MANAGER —For well financed feed 
mill doing business in southern states. Excel- 
lent salary and op ortunity for man of ability. 
gag wn No. 4941A, % The Feed Bag, Milwau- 

ee, Wis. 


SALESMAN—To sell nationally advertised feed 
to fox farms in Iowa and Minnesota. Salary and 
expenses. Refer to No. 0441A, % The Feed Bag, 
Milwaukee, Wis. 
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HE dates for the important 1941 

celebration of National Feed 

Week, the period in the year 
when the entire feed industry stops 
to cull attention to the task it is 
performing, have now been set. This 
year National Feed Week will be 
observed from October 20 to 25 
and already preliminary plans are 
under way to make the event the 
biggest in history. 

National Feed Week was origin- 
ally launched by The Feed Bag in 
1937 and has been held annually 
ever since. In 1940, for the first 
time, the Arericon Feed Manufac- 
turers took over official sponsorship 
of the week. Again this year na- 
tional headquarters for the event 
will be at the offices of The Feed 
Bag, 741 N. Milwaukee st., Milwau- 
kee and it will be under the spon- 
sorship of the American Feed Man- 
ufacturers association. 

The 1940 celebration proved the 
biggest on record and with the add- 
ed interest and better business con- 
ditions now prevalent, National 
Feed Week for 1941 bids fair to 
eclipse all previous marks. 

Plans are now under way to re- 
lease a barrage of publicity ma- 
terial to local newspapers, national 
farm papers, trade journals, radio 
stations throughout the nation and 
other mediums of expression which 
reach the farmer. 

The week is expected to bring all 
branches of the feed industry—man- 
ufacturers, jobbers, dealers and al- 
lied interests—together to proclaim 
to the nation the common sense of 
the National Feed Week slogan 
“Better Feeding Brings Bigger 
Profits”. 

Again this year a contest, with 
an award of $50.00 for the artist, 
will be held to obtain a suitable 
display poster for the occasion. The 
design selected will also be used 
to produce mailing stickers. 

All members of the trade who 
have artistic ability are invited to 
submit entries in the poster contest. 
In addition, all artists, both amateur 
and professional in all parts of the 
country, are urged to enter the 
competition. 
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dates are october 20 to 25 
poster contest is featured 


The following contest rules must 
be observed: 

1. Sketches must be adapted for 
printing in two colors. 

2. The size of the sketches shall 
be 81/2 by 11 inches. 

3. Sketches should not be mount- 
ed on boards which are larger than 
the sketches. 


HERE is the winning poster in 
the 1940 National Feed Week 


contest. It received fine dis- 
play throughout the nation and 
was well liked by the feed 
trade. 


4. The name of the artist or other 
identification must be placed on the 
back and not on the face of the 
drawing. 

5. The person whose sketch is 
selected for the official poster must 
agree to furnish a finished, full- 
sized drawing from which suitable 
engraving plates can be made. 

6. The poster selected shall be- 
come the property of the National 
Feed Week publicity committee 
with full publication and distribu- 
tion privileges. 

7. Every poster must carry the 
identification of National Feed 


Week and its dates—October 20 to 
25. All posters must also carry the 


official slogan “Better Feeding 
Brings Bigger Profits.” 

The poster contest will close June 
5 and entries will be judged at the 
annual convention of the American 
Feed Manufacturers association, 
June 12-13-14. All posters will have 
an equal and impartial chance of 
being selected since none will carry 
identification of the artist when they 
are examined and voted upon at 
the meeting. 

Shortly after the official poster 
has been selected large posters will 
be made up along with small mail- 
ing stickers. These will be offered 
to the trade at cost price. All mem- 
bers of the industry are urged to 
make their plans now to tie in with 
the event. 

Dealers can help carry the mes- 
sage of National Feed Week to 
farm customers by offering feed 
specials during the week. It has 
also been suggested that all dealers 
advertise “open house” during Na- 
tional Feed Week and invite their 
customers in to pay a friendly visit. 

During the next few months The 
Feed Bag and other feed trade jour- 
nals will publish ideas on how to 
cooperate with National Feed 
Week. Information will be made 
available to show how members of 
the trade helped promote the event 
in 1940 and numerous suggestions 
for additional cooperation will be 
offered. 

@ NATIONAL ALFALFA CO., Toledo, Ohio, 
has been organized by Elsor Heater, O. W. 
Randolph and others. Mr. Heater is a 
veteran in the alfalfa meal business and 


Mr. Randolph has long been a manufac- 
turer of grain and alfalfa dryers. 
@ WILLIAM J. CRAIG, Taylorville, Il, 
formerly with the Ferguson Feed & Sup- 
ply Co., is now engaged in the feed busi- 
ness for himself. 
@ WILLIAM G. SLUGG, jr., manager of a 
feed store at Menominee Falls, Wis., died 
April 1 as the result of an automobile acci- 
dent. Mr. Slugg was also associated with 
his father in the W. G. Slugg Feed store. 
Milwaukee. 
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N celebration of their twenty- 
eighth year of business activity 

in West Unity, Ohio, the United 
Grain & Fuel Co. branched out with 
a fully equipped feed grinding de- 
partment, according to Max Yager, 
secretary and treasurer of the firm. 
“We realized after carefully sur- 
veying all the factors that in order 
to maintain a steady all-year busi- 
ness, we would have to diversify 
our plans,” Yager said. “Farmers 
are selling less and less grain. They 
know that soil conservation and 
higher profits come from feeding 
their grain and forage crops right 


Plont Expansion 


opportunity for 
better service 


on the land. And especially they 
know from experience and educa- 
tional programs sponsored by many 
government agencies that the maxi- 
mum profits come from feeding pro- 
cessed grains scientifically ground 
and mixed for fast growth, quick 
profits. Under our former program, 
the grain business was decreasing, 
going into farm home consumption. 
Besides, the fuel business is largely 


In April, a score 


or more years ago, the 
Denver Alfalfa was 
launched. My phtlo- 
sophy at that time was 
and always has been 
that the buyer of 
alfalfa meal ts the 
biggest man in the 
world. So today, on 
this 33rd birthday, 
our toast ts to the 
buyer—may his tribe 
increase. 


FLOYD M. WILSON 


a winter item. And so, modernizing 
and diversifying looked like the an- 
swer to our problems.” 

In July, 1940 the old building was 
modernized by adding one extra 
floor, and a handy drive-in built 
with facilities to dump grain into a 
pit with the very minimum of time 
and labor involved. Corn goes into 
the new Sidney sheller to elevator 
to be cleaned, or ground cob and 
all. From there into hopper scales 
by the hundred pound weight. 
Thence to the Dixie hammer mill, 
then to bag or mixer, or run out 
loose. 

In this new department, all equip- 
ment is Sidney except the hammer 
mill and one Kelly Duplex corn 
cracker. In addition to custom 
grinding and mixing, the firm han- 
dles two other brands of nationally 
advertised feeds. This method has 
worked very well, because it gives 
their customers the choice of two 
well known leading brands of ready 
mixed feed. “This cuts down sales 
resistance,"” Yager declared, “then 
when you can offer them quick 
service and a high quality of custom 
grinding, that just about rounds out 
the cycle of what most farmers 
want.” 

In a diversified service like this, 
one product helps to sell the other, 
for the obvious reason that a satis- 
fied customer on coal, fertilizer or 
feed is assurance that he will re-. 
peat oftener and in larger volume. 
But when you are expanding with 
a new service, or a new line of 
merchandise, the quickest and sur- 
est method of introducing this new 
service is a combined sales cam- 
paign of personal contact, news- 
paper and direct mail advertising. 

All three methods were employed 
in introducing the feed grinding 
service—direct contact with custom- 
ers at the mill, calling on them at 
their homes, and announcements 
through the mails and newspaper. 

“Direct mail advertising has pro- 


(Continued on Page Sixty-three) 
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ADDED 
PROTECTIO 


FLUSHIN 


It pays you well—in more ways than one—to recommend to 
your customers the additional protection offered by Wayne 
Flushing Mash. As an aid in preventing coccidiosis, as an 
appetizer or as a general conditioning flush, this nutritious 
mash is economical, effective and beneficial. By featuring 
Wayne Flushing Mash in your service program you build 
substantial good will and add extra profits. 


ALLIED MILLS, Inc. 


EXECUTIVE OFFICES e« CHICAGO 
SERVICE DEPT « FORT WAYNE, IND. 


Mills At: OMAHA © PEORIA © E. ST. LOUIS * FORT WAYNE * MEMPHIS © BUFFALO © PORTSMOUTH, VA. 
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HE Boar's Head club, social organiza- 
tion of Des Moines feed men, held its 
second meeting on March 29 and named 
Walter Berger, Des Moines Oat Products 
Co., as Chief Snout; C. M. Stormes, Iowa 
Feed Co. as Chief Masticator of the Ma- 
zumma, and T. G. Dyer, Sargent & Co., as 
Chief Squealer. According to our interpre- 
ter, these titles designate the president, 
treasurer and publicity director. 
More than 60 persons attended the get- 


together at which Charles Davidson, Stone 
Mountain Grit Co., Lithonia, Ga.; C. G. Or- 
singer, Waterloo Mills Co., Waterloo, Ia.; 
Ray Walters, Harlan Rendering Co., Har- 
lan, Ia.; Tom Ashton, Bemis Bag Co., Oma- 
ha, Nebr.; and David K. Steenbergh, were 
among the outof town guests. 

Pictures of the party, reproduced above, 
show, top row, left to right: R. C. Fletcher, 
Iowa Limestone Co. and Ernest Sargent, 
Sargent & Co.; part of the “gang” in song; 


Ben Park, Archer-Daniels-Midland Co., J. L. 
O'Brien, Chase Bag Co., and Guy Grimes, 
Inland Milling Co., at the bar; Tom Dyer 
and Dave Steenbergh. 

Second row, left to right: Walt Berger; 
the Boar’s Head; Ron Kennedy, Iowa Chain 
Store Council, “Stormy” Stormes, and John 
DeJung, Iowa-Des Moines National bank; 
Tom Ashton; Don Jorgenson and Clarence 
Chase, Inland Milling Co.; Fred Chandler, 
Tanvilac Co. 


Milwaukee, Wisconsin 


Central Dealers — Welcome ! 


Every facility of the Hotel Schroeder will be at your 


command when you come back to Milwaukee for the 


CENTRAL RETAIL FEED ASSOCIATION 
ANNUAL CONVENTION, JUNE 9 and 10, 


For the tenth consecutive year your organization has 
selected the Schroeder for its headquarters. We are proud 
of this fact and assure you that we will do our utmost to 


please you in every way. 


* We Will Appreciate Receiving Your Room Reservations Early * 


HOTEL SCHROEDER 


Walter Schroeder, President 


e 40 
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Thank You! 


Breaking records is an American 
tradition and so we are happy to 
report that this April number of 
The Feed Bag is the biggest 
monthly issue we have ever pub- 
lished. 

it has more pages of editorial 
material, more pages of advertis- 
ing and more paid in advance 
subscribers than any issue of any 
publication serving the feed in- 
dustry. 

The staff of The Feed Bag feels 
that this is a real tribute and so 
we take this opportunity to express 
our thanks to all of you who have 
made this record possible. 


— proper balance 
(Continued from Page Twenty-seven) 


maintained by the remedy manu- 
facturing laboratories. This kind of 
business requires some information 
and unless the dealer will dig in, 
or has an employee deeply inter- 
ested in this kind of work, I think 
he will fail to realize maximum prof- 
its or to be of the greatest service 
to the poultry industry in his trade 
territory.” 

Mr. Bahler has display windows 
usuable and he makes use of them, 
too. He thinks window display is 
highly beneficial—whether the dis- 
play is just feeds, or chicks, pup- 
pies, or other live creatures. There 
is not much demand for dog food 
around Remington but this feed 
man carries a little bagged dog 
food for the accommodation of a 
few customers. 

General business conditions 
throughout northwestern Indiana 
appear to be considerably improv- 
ed the last ten or twelve months. 
Feed men over many countries as- 
sert that their business is noticably 
better. This sitaution is to be found 
in the case of the Bahler Feed Serv- 
ice. Farmers are buying a few more 
chicks than they bought last spring. 
They are investing more in swine 
supplements — both commercial 
mixtures and straight high-protein 
feeds like tankage. Some feel that 
this improvement in morale and 
general business is due to the na- 
tional defense activities but this is 
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hard to prove. In towns like Rem- 
ington, improved business just 
seems to have happened. 

Many feed retailers complain of 
a lack of cooperation on the part 
of their county agents. Many be- 
lieve this official in some counties 
is actually hostile to the feed indus- 
try. Not so in Jasper county. E. E. 
Fultz is the county agent there, a 
steady experienced man, doing all 
possible to improve the farmers’ sit- 
uation. Said Mr. Bahler: “I've found 
Mr. Fultz invariably friendly and 
helpful.” 


CARD IS PRESIDENT 

Grant Card, Atlanta, Ga., was elected 
president of the Georgia Feed Manufactur- 
ers association at the first annual conven- 
tion of the group held March 20-21 at 
Albany, Ga. 

Other officers elected were: L. C. Brown, 
Macon, vice president; Joe Beall, Atlanta, 
treasurer; and Tom Hill, Atlanta, secretary. 
Members of the board of directors are: 
Grady Yancey, Atlanta; J. Frampton King, 
Atlanta; G. D. Arnold, Valdosta; R. E. Bar- 
inowski, Albany; and R. I. Zacharias, Col- 
umbus. 


@ O. W. RANDOLPH CO., Toledo, Ohio, 
is building a new alfalfa dehydrating mill 
at Phillippy, Tenn. 


Fortified Cod Liver Oil 


CLO-TRATE 


NEWARK 


Which do you prefer? 


In transportation you have several choices, and you can use 
whichever meets your needs. Likewise in vitamin oils you can 
now select a CLO-TRATE Product of high, medium or low 
unitage to suit your individual preferences or requirement. 


CLO-TRATE 
Vitamin A & D Feeding Oils 


CLO-TRATE ‘400”’ 
CLO-TRATE “200” 


3000 A 400D 
1500 A 400D 
1500 200 D 
“85” 600 A 85 D 


% Vitamin A is expressed in U.S.P. units, and Vitamin D in A.O.A.C. chick units per gram. 


CLO-TRATE products are packed in heavy, new steel drums 
equipped with faucets. Complete feeding directions appear 
on each drumhead. All CLO-TRATE products are guaranteed 
to contain not less than the unitage claimed for them . . . and 
every batch is thoroughly checked before shipment in our 
chemical and physical laboratories and tested on chicks by the 
A.O.A.C. method. Write for further particulars. 


WHITE LABORATORIES, INC. 


Manufacturers of Dependable Vitamin Products 


* VITAMIN UNITAGE 


NEW JERSEY 


“ 
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Money Makers 


for Feed Mixers Jobbers 


Greatest all 


Write for 

Free details 

... No Increase your sales and profits — reduce your costs — by 
obligation. mixing your feeds and concentrates with VyLactos. VyLac- 


tos supplies molasses, which increases palatability and the 
feeding value of other ingredients. It supplies all the cod 
liver oil, wheat germ oil, dried buttermilk, Iodine, Mangan- 
ese and Lactic Acid needed in a feed — in a form that is 
easy to handle — at one low cost. There is nothing else 
like VyLactos because it is made by an exclusive patented 
process that cannot be used by other manufacturers. 


Write for interesting Free details — no obligation 


Contains More Molasses 
than ANY OTHER Dry Molasses Product 


It’s molasses you want when you buy a dry molasses 
product. OMALASS gives you more molasses, more 
sugar, more value than any other dry molasses on the 
market. Why pay high prices for filler when Omalass 
gives you so much more for your money? Omalass 
is never sticky — never gummy — it is easy to use — 
goes farther. It is the original dry molasses, made by © 
a special process that is fully protected by U. S. Patent 
No. 2197319. Write for LOW PRICES. 


Write for 
LOW prices. 


VyLactos Laboratories, Inc. 
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7 bi 27th annual convention of the Mis- 
souri Grain, Feed & Millers association 
will be held May 22 at the Hotel Connor, 
Joplin, Mo., secretary A. H. Meinershagen, 
Higginsville, has announced. 

Many subjects of vital interest to the 
grain and feed trade will be up for dis- 
cussion, according to Mr. Meinershagen, 
and it is expected that the 1941 gathering 
will be even better attended and more in- 
teresting than last year’s event which was 
held at Mexico, Mo. 

Although the convention is officially 
scheduled for May 22, many members are 
expected to come to Joplin a day earlier 
to participate in the annual meeting of the 
Missouri Millers association which is being 
held at the same hotel May 21. 

Secretary Meinershagen reports that a 
round table discussion is scheduled for the 
evening of May 21 with a representative 
of the federal wage and hour division. 
This will afford members the opportunity 
of bringing their specific cases before the 
federal representative in, order to clear up 
any difficulties which they may have. 

This round table wage and hour dis- 
cussion is expected to be one of the most 
important features of the convention and 
should attract a large attendance. 

Although a definite program has not yet 
been arranged, Mr. Meinershagen has re- 
vealed the names of several important 
speakers. Carl Bolte, vice president of the 
association and president of the Missouri 
Chamber of Commerce will address the 
delegates. 

C. T. Patterson, research specialist for 
the Lipscomb Grain & Seed Co., Spring- 
field, Mo., will also appear on the program 
and will consider feed problems from a 


Hiemke Again Heads 


Milwaukee Exchange 


E. H. Hiemke, L. Bartlett & Sons Grain 
Co., was re-elected president of the Mil- 
waukee Grain & Stock Exchange, Milwau- 
kee, April 7. Other officers who were re- 
elected are: W. C. Holstein, Mohr-Holstein 
Commission Co., first vice president; Carl 
A.*Houlton, La Budde Feed & Grain Co., 
second vice president and Harry A. Plumb, 
secretary-treasurer. 


Directors include H. F. Franke, Franke 
Grain Co., Wm. R. Madden, Chas. A. 
Krause Milling Co., E. F. Paetow, The 
Paetow Co., and G. W. Winston, G. W. 
Winston Co. 

Chosen for the board of arbitration were 
John H. Haertel, P. C. Kamm Co., and Roy 
G. Leistikow, Stratton Grain Co. On the 
board of appeals are Edward La Budde, 
La Budde Feed & Grain Co., O. R. Sickert. 
Deutsch & Sickert, and H. M. Stratton, 
Stratton Grain Co. 


@ HAROLD DOYLE, Persia, Iowa has pur- 
chased the Knutson interest in the Farmers 
Grain & Feed Co., Avoca. 
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convention to be 
at joplin may 22 


nutritional standpoint. 

Mr. Meinershagen is also arranging for 
the appearance of a special representative 
of the wage and hour division and one 
from the Commodity Credit Corporation. 

Officers of the association in addition to 
Mr. Meinershagen who serves both as sec- 
retary and treasurer, are Guy G. Goode, 
president, Centerview, and Mr. Bolte. 

Directors of the association include Hen- 
ty G. Green, Pattonsburg; R. C. Davis, 
Charleston; Arthur Mann, Clinton; W. W. 


“Rush Del 
around the 
ployee has 
importance 


ment, each step 

It’s a promise M- 
fully fulfilled during 86 
to the industry. 


We invite your inquiry — dr 
letter in the m 
will gladly call 
service to you. 


M. J. NEAHR 


1604 SOUTH DEARBORN 


Pollock, Mexico; Charles Brucks, Glasgow; 
F. E. Robinson, Palmyra; Forest W. Lips- 
comb, Springfield; George Klingenberg, 
Concordia; Rex Hedrick, Buckner and F. M. 
Sheppard, Louisiana. 
DELSTEROL OFFERED TRADE 

E. I. Du Pont De Nemours & Co., Inc., 
Wilmington, Del., has announced that it is 
now marketing a new product called Del- 
sterol which is intended as a source of 
vitamin D for poultry feed manufacturers. 

The introduction of this product climaxes 
10 years of vitamin D research, according 
to the firm. It is claimed to be an entirely 
edible powder and is made entirely from 
domestic raw materials. 

An informative booklet on Delsterol is 
now available and can be obtained by 
addressing E. I. Du Pont De Nemours & Co., 
Inc., Organic Chemicals Dept., Wilmington, 
Del. 
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COMPANY: 


STREET CHICAGO 


The Chicags Bag Factory Since 1855 
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Mail 


SIDEWALK display pays M. S. 
Diller good dividends. The top 
picture shows a display that 
is neat and attractive. The 
center photo shows a dog food 
window that was responsible 
for many sales. In the lower 
busy farmer by feeding his 
picture, Mr. Diller helps out a 
prize flock of chickens. 


« tained. However, many improve- 


. S. DILLER, Roann, Ind., is 

a great believer in the 

effectiveness of direct mail 
advertising. He should know as he 
has kept the mails hot with adver- 
tising material to some 300 selected 
names in the vicinity of his friendly 
little town of 429 population in 
Wabash county. 

“Yes, sir; it pays!” he exclaimed 
recently. “We sell feeds and poultry 
yard supplies of all sorts and have 
been operating a small 32,000-egg 
quality hatchery in connection. Na- 
turally, our slant is toward the poul- 
try farmer. We have a remarkably 
good poultry community around 
Roann. The fact is, I believe our 
county is rated about third among 
all the ninety-two counties in our 
state, so far as poultry is concerned. 
We have made an earnest effort to 
issue direct mail advertising pieces 
that compare favorably with any. 
That means the copy must be writ- 
ten interestingly — and the photo- 
graphic illustrations must be excel- 
lent. Every line written and every 
picture reproduced must make the 
recipient want what we have to sell 
—or the advertising money has not 
been spent with maximum wisdom.” 

We were shown some very nice 
advertising folders but the 1941 
batch of material was in press at 
the time this information was ob- 
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ments will be apparent, showing 
that Mr. and Mrs. Diller not only get 
out effective advertising but they 
are quick to make improvements 
when the opportunity affords. 

“We are just a small-town enter- 
prise but we spend $275 a year on 
this kind of advertising,”” said Mr. 
Diller, “in a locality where every- 
body knows us—and we feel that it 
is money well-spent. Indeed, with- 
out constant advertising I don't be- 
lieve it would have been possible 
here to build up the nice volume we 
enjoy.” 

Another thing has evidently in- 
creased the popularity of Mr. Diller 
and his business. That is plenty of 
the old-fashioned ‘“shoulder-touch.” 
An overflowing measure of socia- 
bility. Not only has this principle 
been demonstrated by Mr. and Mrs. 
Diller in farm and poultry yard 
visits but in the promotion of suc- 
cessful educational meetings for 
farm folk. The Dillers are especially 
pleased with the results of their 
annual poultry health meeting 
which they have sponsored for the 
last five consecutive years. 

“We advertise this poultry health 
meeting well because we want the 
right people present in force,” ex- 
plained Mr. Diller recently. “Our 
crowd averages 100 to 150, all here 
to learn something. We feature one 
major address and a movie. The 
address is well-prepared, well-de- 
livered, and backed by facts and 
the movie, carrying a good adver- 
tising message gives the audience 


Man 


his best salesman 


a visual demonstration of what 
we've been telling them about. The 
educational benefits are immediate. 
The advertising benefits are the 
same. And for the social side. It's 
good for people interested in the 
same line of work to get together 
and counsel together.” 


Mr. Diller has studied the prob- 
lems of feeds and feeding, especial- 
ly from the angle of the poultry in- 
dustry. That is what his customers 
are most interested in, so he is in- 
terested in it, too. It is his studied 
conviction that a good quality line 
of well-advertised feeds is the best 
for both dealer and customer. After 
a dealer has stocked a line of feeds, 
the manufacturer. will do his part 
and the dealer should make every 
effort to get the widest possible 
local distribution. 

This dealer believes it pays to 
keep a close eye on the feed and 
farm supply needs of the local peo- 
ple. He sells poultry yard supplies 
of many sorts, brooders, feeders, 
water founts, and the like and is 
always willing to stock anything 
else that can be sold profitably. He 
is especially interested in the mer- 
chandising possibilities of poultry 
remedies. To assist in selling this 
class of goods he attended the poul- 
try school conducted by the remedy: 
manufacturers. This has helped him 
in two ways. He actually learned 
something and got acquainted with 
people he enjoyed meeting. Now 
he can feature his attendance at 
this school in the direct-mail pieces 
he broadcasts around Roann. 

He is not convinced that a feed 
merchant or hatchery operator can 
stock a remedy line, display it in 
store and window, and sell it in 
large volume. It takes the invigor- 
ating effect of service. It requires 
the warm stimulating influence of 
personal visits and direct sales 


(Continued on Page Fifty-seven) 
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May is the month of sunshine, garden- 
ing and trout fishing. During this month, 


too, most men get out their golf clubs 
ond tramp out on the fairways to battle 
with their conscience when marking their 
scores. 


Many persons prominent in the feed 
industry chose this month to signal their 
entry into the world. Harold A. Abbott, 
Sr., manager, soybean processing divi- 
sion, Funk Bros. Seed Co., Bloomington, 
Ill. wos brought to the Abbott home on 


W. R. CASSELL 


May 2 and has done right well for him- 
self ever since. 

John A. Becker, Wm. A. Becker Co., 
Monroe, Wis., well known feed merchant 
and for two years president of the Central 
Retail Feed association, was born on May 
3 and John always takes this day off to 
entertain the many friends who call on 
him. 

Other persons in the feed and allied 
industries who kept the stork busy in 
May include: Elmer De Buhr, La Budde 
Feed & Grain Co., Milwaukee, May 4; 
C. W. Greer, manager, feed department, 
Russell-Miller Milling Co., Minneapolis, 
May 5; J. K. Davidson, Sr., Stone Mountain 
Grit Co., Lithonia, Ga., May 6; J. E. Walsh, 
vice president, Ladish-Stoppenbach Co., 
Milwaukee, May 8; Louis Bandow, Sr. 
Peshtigo, Wis., May 9. 

On May 11 James B. Gavan, branch 
manager, Morton Salt Co.. Milwaukee, 
ond Frank C. Nahser, president, Frank “%. 
Nahser, Inc., Chicago; on May 13, John 
L. Richardson, advertising manager, Al- 
lied Mills, Inc., Fort Wayne, Ind.; May 14, 
Lester V. Peachey, Peachey Bros., Burnett, 
Wis. and J. K. Davidson, Jr., Stone Mo:1n- 
tain Grit Co., Lithonia, Ga.; May 16, Ray 
Wm. Kanitz, in charge of sales promotion, 
Nitragin Co., Inc., Milwaukee, Wis.; May 
18, L. C. Risberg, Ryde & Co., Chicago; 
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V. A. Fogg, Grange League Federation, 
Ithaca. N. Y., and Arthur Towell, presi- 
dent, Arthur Towell, Inc., Madison, Wis.; 
May 20, W. S. Weiss, president, La 
Grange Mills, Red Wing, Minn. and Roy 
E. Peterson, manager, commercial feed 
department, Pillsbury Flour Mills Co., 
Minneapolis. 

On May 22, Emst Mayer, president, 
Premier Peat Moss Corp., New York and 
John W. Rayney, Silmo Chemical Corp., 
Vineland, N. J.; May 23, C. M. Boden- 
steiner, Wilson & Co., Albert Lea, Minn; 
May 24, W. R. Cassell, vice president in 
charge of special markets division, White 
Laboratories, Inc., Newark, N. J.; May 25. 
M. F. Brobst, Detroit, Mich.; May 26, R. O. 
Bate, advertising manager. G. E. Conkey 
Co., Cleveland, O., and Ben Logan, West- 


NOW 


by, Wis.; May 27, Harold K. Parker, 
George Parker Grain Co., Danvers, Mass. 
Two former trade association secretar- 
ies were born on May 27, Ron Kennedy, 
former secretary, Western Grain & Feed 
Association, Des Moines. Ia., and Floyd 
Oles, formerly with the Pacific Northwest 
Feed association were both in custody of 
the stork on this day. On May 30, Harry 
L. Reinshagen, Cereal By-Products Co., 
Minneapolis and Earl K. Wamer, western 
division sales manager, Archer-Daniels- 
Midland Co., Minneapolis; May 31, J. E. 
Sams, vice president and general sales 
manager, Blatchford Calf Meal Co., Wau- 
kegan, IIl., M. W. Rowell, Standard Seed 
Co., Madison, and Walter Uebele, Bur- 
lington Feed Co., Burlington, Wis. 


A Domestic PEAT M055 of Sphagnum Origin 
Commaratle to best Imported Types! 


PEAT 


NORTHERN 


For Soil Conditioning and Poultry Litter 


NORTHERN PEAT MOSS 
is the successful result of experi- 
ment, test and analysis to produce 
a Domestic Peat Moss equal in 
every respect to Imported Peat 
Moss now impossible to obtain. 
The following Analysis made by 
Chemists of several disinterested 
Laboratories shows several points 
of superiority which NORTHERN 
PEAT MOSS enjoys of foreign 
types: 


COMPARATIVE PEAT MOSS 


German Swedish Northern 


Saturation 


8. 8. 7.30 
........ 72 66 2.79 
Available P, O;.... 012 .012 15 
Available K: O.... .062 .062 015 


Biological Activity. None None None 
Presence of Parasitic 
Organism Free 


4.1 


Free 
4.3 


Free 


NORTHERN PEAT MOSS 
is available in THREE stand- gy PEAT MOSS PRODUCERS, INC. a 
ard grades— =6 Box 103, Oconomowoc, Wis. 
No. 1 Pulverized—for Top - Please send me a 3%4 bu. bag of NORTHERN Jf 
Dressing m PEAT MOSS Grade No. ........ At $1.50. Also com- 
plete information regarding Analysis, and Dealer's 
a 

No. 3 Litter—for Litter and Name 
Mulching Address ..... 

@ Clip this coupon for 3% bu. Cit : State 
' y 
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You know the 
importance of Riboflavin 
(Vitamin G) to a ration 
— that’s your business. 
But telling you how you 
can include it in mashes 
inexpensively—that’s our 
business. The answer lies 
in Produlac Dried, the 
ingredient smart feed 
mixers are turning to 
as an outstanding value 
on the market today. 
Independently conducted 
experiments have shown 
that Produlac Dried may 
replace dried skim milk 
in growing and laying 
mashes in amounts up to 
100%. Try Produlac 
Dried without delay. 

FEED DEALERS: Send 
for a supply of new Pro- 
dulac Dried folders NOW 
to Dept. B, Grain Products 
Division, National Distill- 


ers Products Corporation, 
120 Broadway, New York. 


BRAND 


o1us 


STILLERS GRAINS WITH 5 ES 


Close to 400 dealers attended a meeting held by McMillen Feed Mills, Inc., Fort Wayne, 
Ind., to celebrate the opening of the Master Feed & Seed Co. warehouse in Madison, 
Wis. The dinner meeting was staged March 6 at the Lorraine hotel in that city. Pictured 
at the banquet table discussing McMillen plans for Wisconsin are Lyle Hill, manager of 
the Master Feed & Seed Co. warehouse; Clyde H. Hendrix, general sales manager for 


McMillen, and Maurice E. Cook, advertising manager of the firm. 


@ NEIL HARTLIEP, Pocahontas, Iowa has 
opened a new feed and seed store. The 
business will be known as the Pocahontas 
Feeders Supply store. 

@ W. I. SARGENT, Des Moines, Iowa, has 
been discharged from the hospital where 
he has been a patient for several weeks, 
but will not resume his duties for another 
month. 


IT’S AS SIMPLE AS “CCC” 


@ BANGOR COAL & FEED CO., Bangor, 
Mich., provided a special full color film on 
training bird dogs that was shown last 
month at the regular meeting of the Bangor 
Sportsmens club. 


@ JOHN ROAN hybrid seed plant, located 
north of Bushnell, Ill., was completely de- 
stroyed by fire last month. Loss was esti- 
mated at $22,000. 


PROBLEM 


(Number 2 of a series) 


How To Eliminate Difficult 


Premixing Jobs In Making 
Trace Elements Inclusions? 


you get UNIFORM DISTRIBUTION of 
Iodine and Manganese in your feeds. 


Coming Your Way! 


Important news concerning a NEW and 


Calcium Carbonate Company’s Iodized Cal- 
cium and Manganesed Calcium do the job 
for you—give you Iodine and Manganese 
premixed in exactly the right amounts, 
stabilized perfectly, and in addition, kept 
completely available. 

Over 5 Years Ago “CCC” announced a 
new exclusive process for producing de- 
pendable uniform and chemically STABIL- 
IZED trace elements products to solve 
your feed mixing problems. 

Because this process unites Iodine and 
Manganese with every Calcium particle, 


IMPROVED Laboratory and Nutritional 
Service. 


HANDY MIXING CHART 


Write for our FREE Handy Mixing Chart 
showing how to include the small recom- 
mended amounts of iodine and manganese 
easily and most economically 
in your feeds, supplements and 
mineral mixtures. Printed On 
Heavy Paper for Posting On 
Your Wall. Dept. FB. 


Caletum Carbonate (ompany 


"Pioneer Producers of Trace Elements Products 


45 EAST OHIO ST. ROX 409 
CHICAGO, ILL CARTHAGE. MO OMAHA WEB 


836 BRANDEIS THEATRE BLDG 
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—feeding facts 
(Continued from Page Thirty) 


not claim that there are not other 
good feeds and so he spreads the 
doctrine of a good feeding program 
in general. 

Last fall he conducted an egg- 
laying contest which extended over 
a period of 70 days. This was held 
in the store. He had 8 pullets con- 
fined in a wire laying battery. 
These pullets were of various 
breeds. In order that no claim could 
be made that he selected these 
pullets from his own stock, he bor- 
rowed the hens from farmers, one 
from each of eight farmers. All hens 
were fed alike on the brand of com- 
mercial feed stocked. A complete 
record was kept. When the demon- 
stration was over, the hens were re- 
turned to the farmers, and the own- 
er of the hen laying the most eggs 
received $1 a dozen for the eggs 
laid during the period. The winning 
layer was an Austra White, a hy- 
brid, that laid 70 eggs in the 70 
days. The eight hens laid a total 
of 449 eggs, an average of 80 per. 
cent for the period. 

“The contest was seen by hun- 
dreds of persons,’ says Mr. Weaver. 
“These included many school chil- 
dren. The agricultural classes at 
the local high school came in about 
once a week to watch the progress 
of the contest. These young people 
give us the best possible publicity.” 

In addition to the line of commer- 
cial feeds handled and all concen- 
trates and other ingredients used by 
farmers to mix with their own feeds, 
the store sells poultry equipment, 
supplies and remedies, paints, glass 
and a few hardware specialties. 
Then it also buys eggs, poultry and 
cream. 

An average of 1000 pounds of 
poultry per week the year around 
is bought. From 50 to 60 cans of 
cream per week during the flush 
season and about 30 cans per week 
at present are purchased for a Pe- 
oria creamery. Eggs average 60 to 
70 crates a week during the best 
laying season. Last year about 200 
tons of commercial feeds were sold. 
A carload of chick starter alone was 
disposed of. 


Then, Mr. Weaver's son, Gerald, 
Operates a hatchery in the same 
building, hatching about 100,000 
chicks yearly. The eggs for these 
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are produced by flocks that have 
been fed on the feed handled by 
his father and the baby chicks are 
fed on the same brand. The pres- 
ence of the hatchery in the same 
building is a great help to feed 
sales. 

Mr. Weaver furnishes a mailing 
list of around 500 names to the man- 
ufacturer of his line of feeds who 
mails out literature four times a 
year to this list. Then, during the 
hatchery season, his son mails out 
every week or two a circular on 


Mineral 


GROWS. 


service. 


the facts. 


Same-day service on all orders. 


THE SHORES CO. 


Over 6,000 dealers are now han- 
dling this popular mineral in the 
United States and Canada—there 
must be a reason. Popular-priced 
for VOLUME business; 
costs that make YOU a nice 
profit against any and all min- 
eral competition. A steady re- 
peat business that grows and 


YOUR SUPPLY HOUSE 


for Dips, Sprays, Insecticides, 
Livestock Remedies 


A COMPLETE LINE of profit-makers for you un- 
der the famous Corn King brand. Dips, sprays, worm- 
ers, disinfectants, and popular livestock remedies that 
are easy to handle, make you a fine profit and fit 
right into your business. Somebody is selling these— 
why not you? Drop us a line, get our list and prices. 


baby chicks. The latter mentions 
the brand of feed sold. 

Mr. Weaver accompanies the fac- 
tory representative of his feeds on 
sales calls and solicits business on 
the farms. He also goes out fre- 
quently by himself whenever he 


feels there is an opportunity to sell 
feeds. 
@ ORIN IHLE, Corn Valley, Wis., has in- 
stalled a Kelly-Duplex vertical mixer. 
@ WALTER SHEKER, ‘Fort Dodge, Iowa, 
has opened a new feed and seed store. 


Feed 


low 


Fifty convenient warehouse stocks to give you fastest 
é Ask your dealer friends; get our proposi- 
tion; line up with Corn King this season. Write for 


CEDAR RAPIDS, 
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TICK to your quality merchan- 

dise and your profits will stick 

with you,” says George S&S. 
Murphy, who directs most of the 
business activity for the feed, grain, 
and coal firm of Mullen & Murphy. 
This company is located and has a 
siding on the main line of the Bos- 
ton & Albany railroad in West Pitts- 
field, Massachusetts. Its business 
history and place in the community 
today amply bears out the exact 
truth of Mr. Murphy's opinion. 

Mullen & Murphy has been in op- 
eration since July 1, 1921, time to 
see plenty of changes in the retail 
feed business. Originally, they had 
three horses and two men to take 
care of delivery trade. Even then, 
a truck often had to be hired. Final- 
ly, in 1930, a truck was purchased; 
though partly for sympathy’s sake, 
and partly “to be sure”, the horses 
were kept two years longer. Now it 
is possible for one man with the 
truck to handle all deliveries. 

Mullen & Murphy was originally 
known as the Shaker Mills, because 
a thriving colony of that faith once 
covered a very large share of their 
business radius. At that time a mix- 
ing and grinding service was offer- 
ed and heavily patronized. With 
the rapid increase in the number of 
retail feed stores which has occurr- 
ed in recent years through western 
New England and eastern New 
York, the demand for grinding and 
mixing has gradually given way to 
one for ready-mixed feeds. 

Like other successful independent 
retailers, Mr. Murphy has had to 
“keep up with the times.” Yet in so 
doing one of the policies developed 
very early in the business serves 
equally well today. That, stated 
simply and directly, is the selling 
of quality feeds in a dignafied man- 
ner. There are, of course, certain 
axioms and facts in connection with 
this policy which help make it ef- 
fective. 

Sticking to high quality merchan- 
dise is easy to say, but not so easy 
to practice when a retailer is beset, 
almost on all sides, by some of the 
very cheapest priced competition, 
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consists of quality feed 
plus sterling service 


as well as redoubled efforts of rival 
quality merchandisers. Despite 
many temptations, Mr. Murphy has 
never resorted to extreme price- 
cutting competition to achieve 
volume. 

By refusing to enter into price- 
cutting, ‘temporary - loss - leaders”, 
etc. a reasonable profit is consis- 
tently shown; whereas one or two 
price-slashing campaigns with their 
inevitable risk, might easily, by 
failing to come up to expectations, 
ruin an entire year’s good showing. 

Like many other eastern dealers 
Mr. Murphy has found coal a suit- 
able complement to his feed sales. 
It helps take up the seasonal slack 
that occasionally will occur. Besides 
the two story feed building, there 
are two coal sheds. With the aid of 
a feed room loader, incoming feed 
and grain is easily loaded into the 
second floor feed room. 

Hand in hand with sticking to 
first quality feeds goes the firm's 
sales to “first quality customers.” 
This is at once one of the most per- 
sistent and worthwhile policies an 
independent feed merchant can em- 
bark on; it begins when he decides 
to merchandise quality feeds, and 
continues as long as he stays in 
business. 

How do you get desirable cus- 
tomers? “Well,” Mr. Murphy points 
out, “there is much of the process 


of trial and error involved, with 
some of the error eliminated in ad- 
vance by careful investigation. 

“Any justification for long term 
credit is a thing of the past, if in- 
deed it ever existed at all. True, we 
are not yet on a complete cash 
basis; our many competitors who do 
extend credit force us to go along 
with them. Also, many of our cus- 
tomers are poultry and dairy farm- 
ers whose income is partly monthly 
and partly seasonal.” 

Mullen & Murphy have done little 
advertising in the strict sense, but 
a great deal in the personal con- 
tact, word of mouth, and delivery 
service phases. When they first 
began business, their mixing, grind- 
ing, and other milling services at- 
tracted instant and lasting atten- 
tion. When it became expedient to 
dispense with this angle of the op- 
erations and concentrate on quality 
feeds, nearly all the customers stay- 
ed with the business. Today, de- 
spite increasing competition, many 
are still loyal, and a few new ones 
are secured every year. 

Most of the orders come in by 
telephone, although the route man 
does often take orders for future 
delivery. The farmers who have 
traded with Mr. Murphy for many 
years have become as accustomed 


(Continued on Page Seventy-two) ° 


Geed Information Please 


OW well are you informed about the feed business? Can you answer the ques- 
tions your customers ask you? Here is a “Busy Feed Man's School” that will 
appear every month in The Feed Bag to help you improve your knowledge. First, 
write what you believe to be the right answers to the following questions on a piece 
of paper. Then, consult your copy of The Feed Bag Annual Red Book and turn to 
the pages indicated after each question to find the correct answer. Grade yourself 


20 on each question. 


What is the average ptotein content of cottonseed hulls? (See page 49) 
In what country is most herring meal produced? (See page 53) 

What is the principal ingredient in charcoal? (See page 43) 

Name 10 essential amino acids. (See page 96) 

What is the crude fat content of cod liver oil? (See page 98) 
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v LET THE FEED AD KIT HELP SOLVE 
iy YOUR ADVERTISING PROBLEMS 


How often have you felt the need for advertising in your feed 
business but let it slide because writing good ads without good, 
punchy illustrations is almost impossible? The Feed Ad Kit con- 
tains 26 complete ads together with the mats of each attention- 


WHAT IS THE FEED AD KIT? 


This kit contains 26 complete news- . 
paper advertisements covering 
every type of feeding. These ads _ 


are of one, two and three column — compelling illustration. Besides, you will find suggestions and 
material for preparing effective direct mail pieces to supplement 

pieces. your newspaper campaign. 

DO 1 USE IT? : YOU GET EXCLUSIVE TERRITORY 

form. All your: Your competitor will not be able to use the same series of ads 
oon eed sume Gi ieee, and mailing pieces as they are copyrighted and sold only to one 
cad in @ Sew specie ante) your. feed dealer in a community. You specify the newspaper and terri- 
help you erepereGek amen net tory in which you intend to use the kit and you are guaranteed 
Sole a that no one else will use the kit or any part of it in your territory. 


MUCH WILL IT COST ME? FIVE-DAY MONEY-BACK 
With the) kit you get 30 mats 

ready to use at slightly less than — GUARANTEE 

a dollar for each ad, There is no 
other place you can obtain ist 
material, and the time you would 
spend preparing your own ads — 
would be worth more to you than 
the price of the kit, ey 


If you are not completely satisfied, after five days’ 
examination, that the Feed Ad Kit will meet your 
requirements, your money will be cheerfully refunded 
upon return of the kit. 


¥ 
- 


LLOYD LARSON ADVERTISING SERVICE 
MANKATO, MINNESOTA 
DEPT, B, BOX 568 


Just what I've been looking for! Here's my check for 
$2995—rush the complete Feed Ad Kit. I will use it in 


. It is understood 
(Name of Newspaper) 
I may return the Kit in five days ii I am not satisfied, 


NAME OF FIRM. 
MANAGER. 


SEND IN YOUR 
ORDER Now! A | 
MONEY-BACK GUARANTEE! 
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CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


MOST OF THE TIME Because a woman is well preserved 

“What are you doing here, dear?” doesn’t mean she’s sweet. 
“Looking for a husband.” i 
“But you've got one!” eee 
“That's the one I'm looking for.” SHE HEARS WELL 

Dealer's Wife: “Our new maid has 
sharp ears.” 

Fools are a class of people that wise Dealer: Yes, I notice that the doors are 
people work for a living. all scratched up around the keyholes.” 


* * * 


Stepped-UP STARTENA 


Ninety-nine per cent livability and ten per cent faster growth! 
This is your 1941 improved Startena, based on the growth 
records of thousands of chicks raised at the Purina Experi- 
mental Farm in 1940 as compared to 1939. 


What can this stepped-up Startena mean to you? Simply 
this...@ step-up in customers and profits. When you hang a 
Checkerboard Sign on your store front, you tie in with the 
sparkling nation-wide publicity given to this improved product. 
You identify your store with a celebrated line that for more 
than 45 years of constant product improvement has established 
permanent trade for its dealers. 

The Purina salesman in your territory will be glad to tell 
you more about this startling, new research advance. Ask 
him to call. 


PURINA MILLS, St. Louis, Mo. 


Remember, if it isn’t Purina 
it isn’t STARTENA 


PETRIFIED 
“Say, you must think you're a pretty 
hard guy, don't you?” 
“I am—I wasn't born, I was quarried.” 


* * * 


SPOT CASH 

The tramp entered the doctor's office, 
There was a worried look on his face. 

“Doctor,” he said, “you've got to help 
me. I swallowed a quarter years ago 
and I guess you better do something 
about it.” 

“Good heavens, man!” ejaculated the 
doctor. “Why did you wait so long? Why 
didn’t you go to a doctor the day you 
swallowed it?” 

“To tell the truth,” replied the tramp, 
“I didn’t need the money at the time!” 


* * * 


Give a woman something to argue 
about and she will be happy. 


* * * 


OUT FOR OSHKOSH! 

Grandma Jackson and her young grand- 
son were riding on a train. Grandma had 
dozed and suddenly she sat up. “What 
was that station the conductor just call- 
ed?” she asked the boy. 

“He didn't announce any station; he 
just put his head in the door and 
sneezed.” 

“Hurry up and grab your suitcase,” 
said grandma, “this is Oshkosh.” 


* * * 


POOR DADDY! 

One day Mary came to her mother with 
a very serious look on her face. 

“Mummy,” she said, “heaven sends our 
daily bread, doesn't it?’ 

“Yes, dear,’ replied mother. 

“And Santa Claus brings my presents?” 

“Yes, dear.” 

“And the stork brings our babies?” 

“Yes, dear.” 

“Then what's Daddy here for,” she de- 
manded? 

* * * 
WORKING FOR NOTHING 

Mrs. Jones went into her kitchen to find 
the maid sitting on the butler’s lap. 

“Is this what I pay you for?’ she 
stormed. 

“No, madam,” replied the maid. “I do 
this for nothing.” 


* * * 


ECONOMY 

A Scotchman awoke one morning to 
find that his wife had passed away some 
time during the night. He leaped from his 
bed and ran horror-stricken down the 
hall. 

“Mary,” he called downstairs to the 
cook in the kitchen, “come to the foot of 
the stairs, quick.” 

“Yes, yes,’ she cried, “what is it?” 

“Boil only one egg for breakfast this 
morning,” he said. 


* * * 


ILLITERATE 
Officer (to blind man reading news- 
paper): “Whatsa idea? You've been beg- 
ging because you were blind, and now 
I see you reading a newspaper.” 
Blind Man: “Aw, I'm not reading officer, 
I'm just looking at the pictures.” 
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C LIMAXING 28 years of steady growth, 
the I. D. Russell Co., Kansas City, Mo., 
recently completed the addition of a most 
modern laboratory which will be used to 
manufacture a complete group of poultry 
biologics in addition to the Russell remedy 
line now on the market. 

In announcing the addition of the bio- 
logics laboratory, I. D. Russell, president of 
the firm, points out that his company now 
occupies a four story building with over 
12,000 square feet of floor space. 

The laboratory will produce a full line of 
biologics including antigens, vaccines and 
bacterins, and will be under the super- 
vision of Dr. Konrad Fiessellmann, assisted 
by Leitha Fiessellmann, bacteriologist. Dr. 
Fiessellmann has had more than 20 years’ 
experience in his field and has been asso- 
ciated with a number of large biological 
laboratories. 

Mr. Russell points out that the various 
biologics will be ready for instant ship- 
ment which will eliminate the necessity of 
carrying them in stock. This will provide 
supplemental service for dealers now al- 
teady carrying poultry remedies. 

The line of biologics will include such 
products as pullorum antigen, mixed bac- 
terin avian for both chickens and turkeys, 
pasterella avicida bacterin, autogenous 
bacterin, asisepticus-gallinarium bacterin, 
gallinarum-typhimurium bacterin and fowl 
and pigeon pox vaccine. 

Twenty-eight years ago, Mr. Russell 
started his firm in a one room plant and 
mixed his batches by hand. Ai first he 
sold only lice destroyer but had so much 
success with his product that he soon 
branched into other lines. He attributes 
the constant growth and success of his 
firm to the fine cooperation received from 
his dealers. 


@ DAHLKE & BORSACK, Westfield, Wis., 
have installed a corn crusher and feeder. 


e EDWARD TIMMER, Pease, Minn., has 
installed a new Sidney feed mixer. 
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THE LARGE PLANT of the 
|. D. Russell Co., Kansas City, 
Mo., is shown in the picture 
above. The new laboratory is 
in addition to this structure. In 
the lower photo, Dr. Konrad 
Fiessellmann, bacteriologist, is 
shown inspecting items inside 
the biological .incubator. 


@ ALLEN ANDREW has purchased the 
Damerval Feed mill at Grand River, Ia. 
@ D. S. TROYER, Charm, Ohio, has in- 
stalled a new vertical feed mixer in his 
plant. 
@ S. JONES has purchased Rod’s Feed 
mill from John Rod at Goldfield, Ia. 
@ FLANLEY Grain Co., Sioux City, Ia. 
last month was awarded a $36,694 contract 
to supply a war department quartermaster 
corps order for corn. 


It’s the NEW 
BUTTERMILK-VITAMIN 
Compound Built Especially 


and ONLY for 
FEED MIXERS 


Developed and Field Tested by 
Consolidated Products Co. 


It is the same dependable Semi-Solid 
Buttermilk many of you have handled for 
25 years, with delactosed whey and vita- 
min concentrates added. 


It is designed to furnish all of the vitamin 
concentrates PLUS part or all of the milk 
products you're now using. 


Each 100 pounds contains 
a minimum of: 
8,000,000 units Vitamin A 
1,089,000 units Vitamin D 
from Cod Liver Oil 
500,000 Gamma Vitamin G 


Rich in Vitamins B,, B,, Filtrate Factor 
and Nicotinic Acid 


Rich in Vitamin E (furnished by high grade 
wheat germ, equivalent to one-half pound of 
wheat germ oil per ton of feed). 


EASILY MIXED with any of your own branded 
mashes to provide these NEW sales advantages: 


Much Increased Palatability 


One complete “package” carrying certain 
essential vitamins. 


A guaranteed sourceof certain vitamins— 
furnished in a special COD LIVER OIL Con- 
centrate and Delactosed Whey. 


100 pounds furnishes those vitamins for ONE 


TON of feed . . . mixes them uniformly. 
Makes your feeds distinctive .. . a new 
sales story. 


Saves you approximately $2.50 per ton of 
feed over the cost of individual ingredients . . . 
no buying and handling of “extras”. 


Only a Limited Number of Feed Mixers Can be 
Supplied. Those Will Receive Individual Atten- 
tion and Recommendations. 


Consolidated Products Co. 


Danville, Illinois 


Cashin, With your Mixed Feeds, 
On the 25-Year Reputation of 
Semi-Solid Buttermilk Products. 
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J F YOU ask Howard H. Myers what he 
thinks about the cash or credit policy 
in a combination feed and coal business, 
he'll tell you without hesitation that the 
cash system is best from every angle, and 
that it is easy to operate on that basis. 

When he bought the building and equip- 
ment in St. Joe, Ind. two years ago, he 
promptly established a cash policy. “A few 
said they'd go some where else for feed, 
custom grinding and coal, but this attitude 
did not last long. To quote Mr. Myers— 
“Our feed and grinding business is 99.9 
cash on delivery of the merchandise sold, 
or the bill for grinding and mixing.” On 
very special emergencies a customer can 
get a few days’ credit pending the quick 
sale of livestock or grain. “When they 
know the terms are cash, such patrons 
waste no time coming in to settle up their 
accounts for these special emergency fav- 
ors,” Myers said. 

On coal purchases, terms are 100 per 
cent cash. “You can soon tie up a lot of 
money giving credit on coal, and when it's 
burned up it is one of the hardest bills to 
collect that I know of. Profit margins are 
close. Coal is a cash 30-day item, and we 
have to pay the heavy freight bills on the 
spot. A brief explanation of these simple 
facts makes it easy to collect for all coal 
deliveries without argument or fuss. In 
fact, it's the same with feed, fertilizer and 
custom grinding. It may take nerve to 
start, but once your trade understands 
your policy, it is easy to maintain it.” 

The company operates under the firm 
name of Myers Elevator & Coal Co., and 


myers says 


Cash Basis 


best policy 


employs direct farm to farm selling to keep 
customers lined up for seasonal products 
and custom service. “I spend two days out 
of every month on customers and pros- 
pects. This is usually with the territorial 
representative of firms whose products we 
handle. These fellows are trained not only 
in salesmanship covering their specific 
lines, but can usually bring a little more 
pressure among prospects than the local 
dealer, without giving offense.” 

This method has worked successfully .in 
the two years of operating this mill and 
coal yard, but Myers believes even better 
results would follow by spending one or 
two days each week in the territory, in- 
stead of every month. “We know we ought 
to do it, but we get busy in the mill and 
handling grain transactions that much of 
this important work is neglected,” Myers 
pointed out. 


Sell constructively, adhere to quality and 
speedy service, and collect the cash. These 
four factors have earned steady profits for 
the firm, and Mr. Myers believes any other 
dealer can employ them successfully, with 
the possible exception of the credit policy 
where two or more other mills operate in 


the same town where one or the other 
does offer credit terms. “In that case, it's 
pretty hard unless you cut the price for 
cash, and that's out of the question too, if 
profits are to be gained. I believe we’lj 
all chalk up better profits when the indus- 
try goes on the cash basis entirely.” 


Feed Control Group 
Sets Meeting Dates 


The Association of American Feed Con- 
trol Officials, Inc. will hold its 1941 meet- 
ing at the Willard hotel, Washington, D. C., 
October 30-31, according to an announce- 
ment by L. E. Bopst, secretary-treasurer. 
The meeting will follow the gathering of 
the Association of Official Agricultural 
Chemists. 

President Smith has made several ap- 
pointments to fill the vacancies caused by 
the resignation of J. Frampton King of 
Georgia. S. E. Laybourne, Ohio has been 
named chairman of the States relation 
committee and S. S. Smith, Virginia, chair- 
man of the permanent secretary's office 
committee. 

Dr. H. H. Hanson of Delaware was made 
chairman of the check sample committee. 
Thomas C. Law will continue to assist the 
committee until the present series of sam- 
ples has been completed. 


@ EMMA COOPERATIVE ELEVATOR Co., 
Sweet Springs, Mo., is constructing addi- 
tional storage bins with a capacity of 
110,000 bushels. 


GREEN TOP 


e Mineralized Tankage (35% 
Protein) 


e Poultry Concentrate (35% 
Protein) 


e 60% Protein Dry Rendered 
Tankage 


e 50%-55% Meat and Bone Meal 


e Steamed Bone Meal 


UNIFORM, HIGH QUALITY PRODUCTS 
THAT BRING PROFITABLE REPEAT BUSI- 
NESS to FEED MIXERS and FEED DEALERS. 


National By-Products, Inc. 
Main Office 
Bankers Trust Building 
DES MOINES, IOWA 


55% Molasses 16% Protein 
THE NEW AND DIFFERENT 


MOLLASSES FEED FOR CATTLE 


Soft centered pellets that do not harden—always pour 
out of the bag. 
High in Vitamin G (growth vitamin). 
Properly mineralized. 
Easily distributed over grain in the bunks. 
Makes every critter answer the dinner bell. 
Food Value -+ Appetizer + Conditioner 
It's new—and dealerships are still available. 


Write for samples, descriptive literature, and prices. 


KELLEY FEEDS, INC. 


421 S. E. 18th St. Des Moines, Iowa 
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Chicago Board Joins 


Grain Trade Council 


The Chicago Board of Trade has become 
a member of the National Grain Trade 
Council according to an announcement by 
F. Peavey Heffelfinger, Minneapolis, chair- 
man of the association. 

The council is a national organization 
composed of exchanges and large grain 
groups throughout United States. Present 
members are: 

Minneapolis Chamber of Commerce; 
Kansas City Board of Trade; Chicago Board 
of Trade; Duluth Board of Trade; Mer- 
chants’ Exchange, St. Louis; Milwaukee 
Grain & Stock Exchange; Peoria Board 
of Trade; Omaha Grain Exchange; Buffalo 
Corn Exchange; San Francisco Grain Ex- 
change; Portland (Ore.) Grain Exchange; 
New York Produce Exchange; Boston Grain 
and Flour Exchange; Philadelphia Com- 
mercial Exchange; Grain & Feed Dealers 
National Association, St. Louis; Terminal 
Elevator Grain Merchants association, 
Milwaukee. 

Directors of the council include J. F. 
Leahy, Kansas City, who is also vice chair- 
man; W. H. Mills, Minneapolis; W. R. Mc- 
Carthy, Duluth; Gunnard Johnson, Kansas 
City; J. L. Welsh, Omaha; Ward A. Brown, 
St. Louis; E. E. LaBudde, Milwaukee; H. H. 
Dewey, Peoria; J. B. Stouten, Buffalo, J. J. 
O'Donohue, New York; Arthur Hopkins, 
Boston; R. J. Barnes, Philadelphia, George 
E. Booth, Chicago; H. M. Stratton, Milwau- 
kee; A. H. Hankerson, San Francisco; and 
B. J. Greer, Portland. Two directors will 
also be named to represent the Chicago 
Board. 

Roger P. Annan, St. Louis is secretary- 
treasurer of the council. During the past 
month the council was the organization 
through which warehousemen made pro- 
posals, accepted by the government agen- 
cies, for commercial warehousing of gov- 
ernment owned wheat surpluses. “Certifi- 
cates of necessity” privileges for ware- 
housemen who plan to extend their facili- 
ties this year were also obtained by the 
council. 


Arcady Air Program 
Features Jim Poole 


Jim Poole, dean of livestock reporters, is 
now broadcasting a weekly market round- 
up every Sunday morning at 11:45 a.m. 
over WLS, Chicago, under the sponsorship 
of Arcady Farms Milling Co. 

Until six months ago Jim Poole has been 
broadcasting over WLS ever since the sta- 
tion has been on the air. He was the first 
in the business, after a career as farmer, 
cowboy, reporter and editor. In announc- 
ing the program, W. D. Walker, vice pres- 
ident, says that Arcady chick starter feed, 
sweet mixing feed, 40% hog supplement 
and steer fattener will be headlined on 
the program. 

@ HENRY ALDERSON’S feed mill, Cory- 
don, Ky., was recently destroyed by fire. 
@ EDW. J. DANEAULT CO. has opened 

a new feed store at Nashua, N. H. 


THE FEED BAG — April, 1941 


WISCONSIN 

Dan Osero, Tomahawk, and Oscar Nel- 
son, Rhinelander, have purchased the Bad- 
ger Supply Co., Tomahawk. The firm will 
hereafter be operated as the City Dray & 
Supply Co. 

Feser Feed & Fuel Co., Lyons, has moved 
into the new structure which replaces the 
old mill destroyed by fire January 4. 

Mr. and Mrs. Oral Monroe, Dutch Ridge, 
have purchased the Walker & Seidel mill 
at Easton. 

Farmer's Feed & Seed Supply Co., 
Stoughton, has been sold to Charles A. 
Huber, Darien. 

Athens Cooperative Feed Store, Athens, 
was robbed of a small amount of cash last 
month. 


Trachte’s Service Stores, Johnson Creek, 
have sold their grocery business but will 
continue to operate the seed and feed 
department. 

Al Ampe, Cadott, has purchased the 
stock and business of the Doughboy Mills 
Co. at Cadott. 

La Crosse Feed & Seed Co. has pur- 
chased the City Mills at Waupaca. 

Henry Johnson, 86, former state treasur- 
er died March 5 at his home in Madison. 
At one time he was engaged in the lum- 
ber and feed business at Suring. 

@ WASHINGTON SUPPLY CO., New Mil- 
ford, Conn., has purchased the Shepaug 
Grain Co. Charles T. Mason who formerly 
managed the grain company, has become 
associated with the new owner. 


Here’s Fresh Spring Range for Chicks” 


gor 


Push STERLING Rations, Fortified 
With PLUS INGREDIENTS! 


@ It may be too early yet for Mother Nature to produce 
spring range — but here’s where you can steal a march 
on time and give your feeds a real sales story! Feature 


SPRING RANGE For 
TURKEY POULTS, T00! 


A leader in quality — now still 
further improved! Sterling Turkey 
Starter, the pioneer among pre- 
pared turkey rations in the North 
Central states, now offers the 
benefits of the latest advancement 
in feeding — enrichment with 
prime, vitamin-filled cereal 
grasses! 


Sterling Rations, fortified with pre- 
served cereal grasses, in addition to 
an impressive line-up of other top 
quality vitamin and mineral rich 
ingredients! 


Sell extra strength, 


vigor, vitality. Ring up extra sales! 
Push the Sterling line — for the 
right start for spring chicks — now! 


*{ Northrup-King’s cereal grass ingredient, cut and 
preserved at peak vitamin and mineral potency. 


NORTHRUP, CO. 


Minneapolis 


DEPENDABLE®SINCE 1884 


Minnesota 
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NEW YORK 


Samuel W. Bowne, Scarsdale, who re- 
tired in 1917 from the grain business of 
S. W. Bowne & Co., founded by his father, 
died March 5. 

Charles Schaefer & Son, Inc., Brooklyn, 
distributors of grain, flour and salt, have 
moved their main office to 410 Stagg St. 


Feedex Food & Feed Stuffs Corp., Brook- 
lyn, has been incorporated by Maurice B. 
Lieberman. 

Sella Flour & Feed Corp., Manhattan, 
has recently been incorporated. 

Hoger Cereal Co., Inc., New York, was 
incorporated last month. 

Charles H. Caple, 67, Canandaigua, flour 
and feed manufacturer, died recently. 


STRATTON. 


Clotrate Oils 


Fleischmann’s 


Irradiated Dry Yeast 
Dawe’s Vitamelk 


Brewer’s Dried Grains 


STRATTON 


BABY CHICKS NEED MASHES 
Made with Quality Ingredients 


You can be certain that the feed ingredients 
you buy from Stratton are top quality and guaran- 
teed to come up to rigid specifications. Baby chicks 
and all farm animals will thrive on feed made with 
excellent ingredients. Next time buy from 


Headquarters for 


MILWAUKEE, WIS. 


Clinton Feeds 
Linseed Meal 
Mill Feeds 

Hominy Feed 
Malt Sprouts 


GRAIN CO. 


OLDS’ OLD GOLD SEEDS 


Smart seed dealers make more money with Olds’ OLD GOLD 
SEEDS! You see, they're field-tested — which means better 


crops, better satisfied customers, and repeat sales. 
your customers — and show a husky profit. 


details today! 


L. L. OLDS SEED CO.» 


. Please 
Write for full 


MADISON 
WISCONSIN 
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Quaker Buys Rights 


In Greenmelk 


A substantial interest in the patent rights 
on grass products of American Dairies, Inc., 
Kansas City and the Greenmelk Co., Lid., 
Ontario, has been acquired by Quaker 
Oats Co., Chicago, according to a recent 
announcement. 

A new corporation, Cerophyl Laborator- 
ies, Inc., has been formed to handle the re- 
search, manufacture and distribution of 
the preparation. Cerophyl Laboratories 
consolidate the activities conducted the 
last few years by American Dairies in 
preparations extracted from young grasses, 
high in content of most well-known vita- 
mins and other nutritional values. 

The development of these preparations 
is the product of experimentation started 
more than five years ago by a young 
chemist C. F. Schnable, in the quick drying 
ot unjointed grasses such as wheat, barley 
and oats. 

@— 
@ SILVER LAKE ELEVATOR CO., Silver 
Lake, Ind., has installed a new ion capacity 
feed mixer. 
@ DAVID CRITCHFIELD, Raber, Ind., has 
been appointed manager of the Raber 
Cooperative Co. 
@ CARL GROSCHKE, Plymonth, Mich., has 
opened a new retail feed business. 
@ HARRY SHAW elevator, Cedar Springs, 
Mich.. is erecting a new 56x70 addition 
for the storage of feed and grain. 
@ LACONIA MILLING CORP., Laconia, 
N. H., has erected a new feed processing 
plant. 
@ O. F. JOHNSON, Bigelow, Minn., has 
been reelected treasurer and manager of 


the Farmers Elevator Co. 

© 
@ CYRUS BUSH, Washington, Iowa, has 
installed a new ton capacity vertical feed 
mixer. 

@ HERMAN WOLF, Greene, Iowa, proprie- 
tor of the Wolf Feed mill was recently 
named mayor of his city. 
@ FARMERS ELEVATOR CO., Jamaica, 
Ill., has installed a new truck scale. 


@ GRAY’S HATCHERY & FEED store, La- 
fayette, Ind., has purchased a new Kelly- 
Duplex mixer. 


@ T. R. JONES, Cashton, Wis., has been 
re-elected president of the Cashton Ele- 
vator Co. Other officers are Martin Quinn, 
vice president; J. B. Leis, treasurer; and 
Peter Hilden, secretary. 

@ RAY A. McELHINNEY, Chandler, Ind., 
has purchased the S. W. Perigo property 
and is opérating it under the name of 
Farmers Feed mill. 

@ MORGAN MILLING CO., Morgan, Minn., 
is erecting a fireproof, concrete biock feed 
warehouse. 
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helps missouri feed 
dealer boost profits 


IFTEEN years is a good while 

—yet it has passed quickly,” 

declared M. F. Arnold recently, 
discussing the decade and a half of 
his feed business in Butler, Mo. 

Perhaps he has just been busy 
serving a growing list of customers. 
Busy, too, planning improvements, 
new advertising ideas, figuring out 
means of rendering better service 
to the farmers and feeders of Bates 
county. 

“We handle three lines of com- 
mercial feeds, deal in grains and 
seeds,” he continued. “We've been 
plugging along, doing advertising 
and making sales efforts until we're 
doing a volume of $150,000, with 
seven employees, and now with 
our new elevator and a remodeled 
mixed feed plant, naturally we 
hope to make continued strides in 
the future.” 

Butler is south of Kansas City and 
near the Kansas State line. It is 
in a good dairy and poultry district, 
not too hilly, not too flat. The people 
are the cordial, friendly kind, for 
the most part, and they appreciate 
prompt efficient feed service. The 
town is a nice place in which to live 
and conduct a business. 

“Yes, we advertise regularly in 
our local newspapers,” said Mr. 
Arnold when this matter was 
brought up.” We believe in steady 
advertising in a variety of ways, 
including the newspapers. In this 
territory, it helps to get out a lot of 
the type of advertising provided by 
the commercial feed manufacturers. 
We have a duplicating device and 
use it to get out mailing lists, adver- 
tising, and the like. One of our 
means for increasing the business 
in 1941 is the new retail farm-to- 
farm salesman—which if hopes ma- 
ierialize will be a permanent part 
of our policy. Here we are with 
plenty of the finest of branded com- 
mercial feeds, all sorts of grinding 
and mixing service, everything to 
make the farmer and feeder a great- 
er success. What remains for us to 
do? Simply sell ourselves and our 
improved facilities to new cus- 
tomers!" 


THE FEED BAG — April, 1941 


A nice clean place of business is 
operated with a general house 
cleaning every few months as need- 
ed and time affords. Mr: Arnold 
believes in the principle of live dis- 
play as this tends to enliven a place 
of business and gives it more of 
the true atmosphere for the feed 
business. In addition, of course, live 
display starts conversations in the 
right channel, provides facts and 
figures on growth and development. 
At the time of this writing, he has 
some fine thrifty baby chicks in the 
office, demonstrating what can be 
accomplished with the right kind 
of commercial chick starter. 

He believes that poultry remedies 
have a very definite place in the 
retail feed and farm supply store. 
He handles a very complete line 
and has the servicing of flocks sup- 
ported by actual training in a school 
conducted by a remedy manufac- 
turer. A few days or a few weeks 
spent in a poultry health school 
pays. The training if properly pub- 
licised wins public confidence for 
this part of a feed store’s business. 
Too, there is a satisfaction from 
knowing what can be learned in a 
week or two of intensive study 
under the instruction of experts. 

Mr. Arnold likes to get all influ- 
ences working together to build 
new prestige for his place of busi- 
ness. His advertising, direct selling 
effort, friendliness to all, and help- 
fulness where help is appreciated 
combines with good feeds to 
achieve that end. The recent 
improvements and installation of 
needed equipment resulted from the 
good will created over fifteen years. 
We believe that even greater 
growth is sure for this feed business 
the next fifteen years. 

Some feed men seem to do well 
when competition is practically 
missing but seem unable to stand 
up and fight for a full share when 
there is plenty of rivalry. There are 
two other places in Butler where 


farmers can get commercial feeds, 
yet Mr. Arnold outgrew his old fa- 
cilities and hopes to grow more as 
a result of his investment in im- 
provements. 

“We realize that there is no cut- 
and-dried rule for making a success 
in this business,” he said. “Trade 
territories vary, the people have 
different needs. It is the feed man’s 
job to know his trade and treat it 
like it wants to be treated. It pays 
to know the needs of the rural dis- 
trict and to meet those needs.” 

Mr. Arnold is an optimistic man. 
He is one of the feed merchants who 
has no cause to kick about the 
county agent. His county agent, 
Tom Blacklock, is said to be a prac- 
tical man, inclined to be friendly 
and helpful to the feed trade. Busi- 
ness is better at Arnold Feed store 
than it was a year ago. Farmers 
seem to, be brooding more chicks 
this spring in his territory. Improv- 
ed hog prices are stimulating more 
purchases of swine supplements. 
All in all, Mr. Arnold says it looks 
like a good year. 

TEXAS CONVENTION 

The joint convention of the Panhandle 
Grain and Feed Dealers association and 
the Texas Grain and Feed Dealers asso- 
ciation will be held May 9-10 at Lubbock, 
Texas, according to an announcement by 
A. G. Campbell, secretary of the Texas 
association. 

@ ROBERT F. DEIBEL, 58, president of the 
Dixie Mills Co., St. Louis, Mo., died March 
16. Mr. Deibel, who established the Dixie 
Mills Co. in 1912, had suffered for some 
time with a heart ailment. 

He is survived by his wife, two daughters 
and two sons. 

@ BELSHAW FARMERS & GLEANERS 
ELEVATOR CoO., Belshaw, Ind., has install- 
ed a new hammer mill and enlarged its 
offices. 
@ CENTRAL COOPERATIVE feed mill, Vir- 
ginia, Minn. recently installed some new 
corn cutting equipment. 

@ E. H. MORRIS elevator, Evansville, Ind., 
has installed a new cleaner. 
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HEN Franklin Robinson 
leased the Walter Grain 
Co. feed mill, Spencerville, 
Ind. in October, 1938, his capital 
required that he conduct the busi- 
ness on a strictly cash basis. 
“When I took over and announc- 
ed this policy some of the farmer 
customers resented it and threaten- 
ed to go elsewhere for feed, coal 
and custom grinding,’ Robinson 
said. But he held fast to his terms 
and while a very small percentage 
did quit him, he held the bulk of his 
trade and he has not deviated from 


Cath 


this policy since he opened over 
three years ago. 

“If you take the pains to explain 
your reasons for doing a cash busi- 
ness, you won't have any trouble 
at all,"” Robinson pointed out. “We 
have signs posted in the mill read- 
ing: “We pay cash for grain and 
labor every Saturday night so we 


ro 1 Ua 
POTASSIUM 
POTASSIUM 


IODIDE MIX 
IODIDE MIX 
IODIDE 


@ An intimately blended and milled combination of 
90% Potassium Iodide U.S. P. with Calcium Car- 
bonate and Calcium Oxide. Protected by U.S. Patent. 


Manufacturing Chemists 


A stable, very finely divided Powder, bulky and free 
running, thus assuring uniform distribution and a 
uniform ration of Iodine in your feeds. 


Write for Sample and Circular 


CHAS. PFIZER & CO., INC. 


81 MAIDEN LANE, NEW YORK, N. Y. 


444 W. GRAND AVE., CHICAGO, ILL. 


Regular 


125 D 
1000 A 


FORTIFIED 


400 D 
2000 A 


177 MILK STREET 
DIVISION SALES MANAGERS: 


VITAMIN D in AOAC units. VITAMIN A in USP units 


A COMPLETE LINE of vitamin oils; produced, tested and 
guaranteed by GORTON-PEW FISHERIES CO. of Glou- 
cester, Mass. — America’s oldest and largest cod-fisheries. 


NEW ENGLAND BY-PRODUCTS CORPORATION 


WESTERN: E. F. Morris, 4949 Vincent Ave. So., Minneapolis, Minn. 
CENTRAL: James A. Zehr, Pettisville, Ohio (Mich., Ohio and Indiana) 
EASTERN: W. M. Andersen, 600 So. Delaware Avenue, Philadelphia, Pa. 


Feeding Oil 


400 D 
1000 A 


Feeding Oil 


85D 
600 A 


BOSTON, MASS. 
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policy works .well 
for inidiana man 


must have cash for merchandise 
and service.” It's about as simple 
as that. If customers complain about 
it, we simply explain our position 
and customers comply. Most of 
those who resented it in the begin- 
ning are now our very best custom- 
ers,” Robinson declared. 

It has been this dealer's experi- 
ence, and nearly all dealers will 
agree, that in doing a general cred- 
it business, losses are bound to 
creep in. This is equivalent to cut- 
ting prices. Worse still, the worry 
and extra trouble trying to collect 
old bills add to the cost of doing 
business. If you carry old accounts 
on your books as ‘receivables’ you 
have to pay taxes on them as any 
other listed assets, and that's a posi- 
tive pay-out with no benefits. Rob- 
inson says that a. successful busi- 
ness man once told him that ac- 
counts six months old are worth on- 
ly 50 cents on the dollar, while 
those a year old might as well be 
charged off. Holding strictly to a 
cash basis eliminates all this worry 
and extra operating costs. When 
Saturday night comes you have 
money for your pay roll, and you 
can pay your bills and earn extra 
discounts. 

The only exception to this rule is 
when a well-known, well-rated cus- 
tomer happens to be without cash, 
and promises to come in and pay 
within a week. Knowing what your - 
terms are, these customers invari- 
ably keep their promises, and of 
course that's a flexibility which any 
dealer can use safely with custom- 
ers whom he knows well. 

“When it comes to selling coal on 
credit, that's out.’’ Robinson empha- 
sized. “How I hate to do it—but if 
we deliver a load of coal and the 
customer can’t or refuses to pay on 
delivery, we just haul it back. 
Freight on a car of coal is real mon- 
ey, and when the agent comes in 
with that freight bill, you'd better 
have the money, and we comply. 
Our customers are told these facts 
and we seldom have any trouble 
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NEAT, BIG and well equipped 
is the plant of Walter Grain 
Co. Cash business helps main- 
tain the mill on a profitable 
footing. 


in getting the cash.” 

Since taking over the plant Rob- 
inson has added a 15 ton Howe 
platform scale equipment with long 
platform to accomodate car, truck 
and a trailer. A new addition was 
built on the grinding room where 
a new Burton ton mixer was also in- 
stalled. In addition to his own make 
of poultry and hog mixture, he han- 
dles a nationally advertised brand. 

Sales promotion is done by direct 
mail campaigns exclusively. “This 
is the cheapest medium we can em- 
ploy, not only in point of actual cost 
but it is the best way to get results,” 


s 
— mail man 
(Continued from Page Forty-four) 


work, to make the most money from 
this line. Around Roann—he per- 
sonally sees to it that his poultry 
remedies get a break. 

“I postmortem sick birds for farm- 
ers and poultrymen and otherwise 
render every service I can in solv- 
ing local poultry disease problems,” 
he declared. “I do it free of charge 
and gladly. We encourage blood- 
testing, complete laying house and 
poultry yard sanitation. I never 
miss a chance to attend when pub- 
lic meetings of almost any sort are 
held in rural communities where 
farm folks will be out in force. I 
make friends, and folks ask me 
questions, often we are able to take 
steps which mean much to the farm- 
er or flockowner. I visit a lot of 
farms personally and I can say it 
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pays to get out in circulation. Let 
people see you, and business is 
benefited nearly every time.” 
@ E. P. PARMENTIER, 57, Waupaca, Wis. 
feed dealer, died last month after a brief 
illness. 

@ F. MUELLER & SONS CO., Grand 
Mound, Ia., recently installed a new feed 
pellet machine. 


@ FARMERS GRAIN CO., Conrad, Ia. is 
undergoing a big expansion program, in- 
cluding installation of a grinder and mixer. 


@ JOY FEED MILL, Aledo, Ill., recently in- 
stalled a five ton mixer for custom grinding. 


@ BOLIN & RICHARDS. Martinsville, Ind. 
have installed a new feed mixer. 


@ THOMAS CURLESS has succeeded Wil- 
liam Maxwell as manager of Bader & Co.. 
Rushville, Ill. 

@ BURTON E. PAGE, 75, veteran grain 
dealer, Melott, Ind., died last month after 
a brief illness. 

@ ROSSTON Grain & Lumber Co., Zions- 
ville, Ind. has remodeled its plant and en- 
larged its feed mill. 

@ EDGAR PETERS. Illopolis, Ill. has pur- 
chased the interest of his partner, C. F. 
Scott, in the Illopilis Grain Co. 


MAKE CUSTOMERS FOR LIFE WITH 
THE FUL-O-PEP SAVE-ON-FEED PLAN! 


This Plan of Saving Up to 50% Feeding Pullets to Maturity 
is a Sound Way fo Build Profits and Good Will 


THE BOSS IS STRONG 
| FOR FUL-O-PEP 


AND HE SURE THANKS 


RECOMMENDING IT 


HIS FUL-O-PEP 
DEALER FOR 


\ 
N GROWING an 


VERY DAY, Ful-O-Pep dealers are 
winning new customers with the 
famous Ful-O-Pep Save-On-Feed plan! 
It’s a common-sense way for your cus- 
tomers to save up to 50% feeding pul- 
lets to maturity. Of course it takes a 
quality growing mash like Ful-O-Pep 
to succeed with this restricted feeding 


program. That’s why Ful-O-Pep deal- 
ee ers have such a wonderful selling 


CHICAGO.U-S- 


a SA 


> 
The Quaker Oats Company 


point! It works! For complete dealer- 
ship details write to, 


THE QUAKER OATS COMPANY, CHICAGO, ILL. 


\ <—~ 
: 
: 


Se quickest way in which to measure 
the exact distance around two pulleys 
when measuring for a belt, band saw, 
rope, cable, etc. is revealed in Figures 
1 and 2. 

Very often a steel tape is not long 
enough to reach clear around. And even 
if the tape does reach clear around it 
often is a cumbersome method on account 
of obstructions and the necessity of running 
back and forth with the tape. Using this 
method, if the tape isn't long enough, that 
makes no difference. 

This is really a “two man job”. One man 
makes a mark on his pulley at A and the 
other makes a mark on his pulley at B. 
Measure the distance around the tops of 
the pulleys from A to B as shown in Fig. 1. 


Belt Measuring 


Then measure the distance around the bot- 
toms of the pulleys from A to B as shown 
in Fig. 2. Add the two measurements and 
you have the exact distance around the 
pulleys. 

Of course the end of the tape is held 
precisely at A in making both measure- 
ments. The readings are taken and added 
at B. 

It is obvious that this method is particu- 
larly valuable where it is desired to know 
the exact lengths of belts on a long line 


illustrates this point. 


built and arranged. 


Want Efficiency, Economy 
and Dependability? 


That’s exactly what you get when you employ 
Ibberson to build for you. The above interior view 
of the International Elevator Co., Perham, Minn., 


Note how compactly it is 


Write us in full confidence 


What we have done for others, we can do for you. 


Consultation does not obligate you in any way. Ask for 
our FREE book of Ibberson-built plants. 


COMPA 


MINNEAPOLIS. 


made simple by 
this short cut 


shaft. The two men can proceed from one 
end of the shaft to the other in an orderly 
and efficient manner without any running 
back and forth with the end of the steel 
tape. With this method there are seldom 
any obstructions. 

I have before me an advertisement in 
which there is a picture of a belt drive. 
The photograph shows clearly that the 


Cos 


pulleys are poorly aligned because the belt 
projects over the edge of the pulleys by an 
inch and a half or two inches. In other 
words there is an “overhang”. The belt 
makes very poor contact with one of the 
pulleys—a condition that is usually hard on 
the belt. Drives of this type are inefficient. 

Yet in the advertisement the manufactur- 
er boasts about the drive and tells about 
the long life of the belt. The remarkable 
thing about it is that the belt lasted as 
long as it did under the poor alignment 
conditions. 

My contention is that such a drive should 
not be shown in an advertisement. If the 
belt lasted as long as claimed it means 
that the belt is oversize and that the serv- 
ice is not as severe as the manufacturer 
would have one believe. In really difficult 
service such a drive would chew up the 
belt in a short time. 

When poorly designed and aligned belt 
drives last as long as they do, it merely 
serves to emphasize how hardy and tough 
leather belts actually are. Under favorable 
conditions a first class leather belt will last 
30 years and even more. There are leather 
belts that have been in continuous service 
for more than 50 years and they are still 
going. 

Another point with which I take excep- 
tion is the claim made by some belt and 
pulley manufacturers that, by using their 
product, narrower belts can be used. These 
people are treading on dangerous ground. 
Under modern service conditions it is bet- 
ter to use wider belts rather than narrower 
ones. One of the reasons why belt trans- 
mission has become so unpopular in some 
establishments is the fact that they en- 


THE FEED BAG — April, 1941 


(2?) 
e580 


deav« to use belts that were too nar- 
row— at were overstressed in service and 
that i:nled prematurely as a result. A 
first class belt drive will hold its own, 
efficie:.\ly and economically, with any type 
of drive. By first class belt drive I mean a 
drive ‘nat is properly aligned. There must 
be no overhanging. There must be no slip. 
There must be no overstressing. Narrow 
belts are always in danger of being over- 
stressed. Use wide two-ply belts wherever 
practicable. Single leather belts can be 
used on smaller pulleys, that is true, and 
they cost less, but they are not as depend- 
able us double belts. 

e@ L. C. BRYANT & SON, Dixon, Ky., re- 
cently purchased the Pete Jones grocery 
and have added a line of feeds, grain hay 
and field seed. 

@ LEWIS H. JORDAN, 84 formerly in the 
grain business at Indianapolis, Ind., and a 
member of the Board of Trade, died 
March 11. 

@ BRADIE TEATER and Fletcher Taylor, 
Nicholsville. Ky., have opened a new feed 
store to be known as Teater & Taylor. 


41% Protein 


NEW YORK 
Guaranteed 


... Starting and Broiler Rations containing 


CORN GLUTEN MEAL 


will be in demand this Spring more than 
ever before. The value of Corn Gluten Meal 
to such rations, by reason of its Vitamin A 
potency and the factor for producing yellow 
skin color, is well known to feeders and will 
be made better known by our farm paper 
advertising. Meet this intelligent demand by 
including Diamond Corn Gluten Meal in your 
full line of poultry and turkey feeds. 


CORN PRODUCTS SALES CO. 


DIAMOND CORN GLUTEN MEAL 


Denver Alfalfa Opens 
Dehydrating Plant 


A modern alfalfa dehydrating plant is 
being erected by the Denver Alfalfa Mill- 
ing & Products Co., at Steele, Mo., and will 
be placed in operation sometime this month 
according to an announcement by the 
company. 

The new unit will be under the super- 
vision of R..E. Nye, St. Louis, vice president 
of the company. while Fred Bray, Wiley, 
Col., has been named local manager of 
the Steele plant. 

Although this is the company’s first mill 
to be located in Missouri it operates a 
number of other plants throughout the 
states of Colorado, Kansas, Nebraska, 
Michigan and California. 

@ WILLIAM KALB, 77, Baltimore, Md., 
president of William Kalb & Sons, Inc., 
died March 5. 


@ SCHELLSBURG ROLLER MILLS, Schells- 


burg, Pa., have installed a new feed mixer. 


@ MANNINGS & CLARK FEED CO., Union- 
ville, N. J. was recently destroyed by fire. 


— CHICAGO — KANSAS CITY 


@ Most feed dealers now agree 
that it’s sheer economic waste 
to use fish oil as a Vitamin D 
supplement for dogs, cows, 
horses, swine, or other 4-footed 
animals — when FLEISCH- 
MANN’S IRRADIATED DRY 
YEAST will supply essential 
vitamin D at a fraction of the 
cost. 


@ Feed Dealers and farmers are 
realizing more and more that 
pigs, calves and other 4-footed 
animals ‘often don’t get enough 
sunshine and sun-cured hay to 
supply sufficient vitamin D for 
their needs. It costs only a few 
pennies per ton to supply them 
with 


Fleischmann’s Irradiated 


DRY 


(Type 7-F) 
Guaranteed to contain 3,200,000 
U. S. P. units per pound 


Note: Chickens and other poul- 
try do not receive proportionate 
vitamin D benefit from Fleisch- 
mann’s Irradiated Dry Yeast. 
We therefore recommend fish 
oils (natural or in dry form) as 
the most economical vitamin D 
supplement for poultry mashes. 


@ Existing economic conditions 
compel the feed dealer to op- 
erate on greater profit margins 
than before. Let Amburgo’s 
trained representatives show 


HOW TO ENJOY LARGER EARNINGS 


Better profits from increased production, 
reduced shut-down time, and substantial 
savings on power and maintenance cost 
are yours to enjoy when you use Kelly- 
Duplex. Sturdy, rugged machines 
built to do high quality work... 
maximum satisfaction at minimum 
cost. Take advantage of Kelly- 
Duplex better prices when you 
next buy equipment. 


Write for Catalog 


THE DUPLEX MILL and MANUFACTURING CO. 


SPRINGFIELD @® OHIO 


you how to improve the quality 
of your feed, and yet reduce 
your costs. Our customers are 
using high vitamin products like 
Fleischmann’s Irradiated Dry 
Yeast, Borden’s Flaydry, Silmo 
Oils, Amburgo Wheat Germ 
Oil, Fernando Valley Alfalfa 
Meals. Yet, our Feed Improve- 
ment Service is showing them 
how to adjust their formulas so 
that they can compete on a 
price basis with lower quality 
feeds. 


THE corr 
Broad St. at Nedro Phila., Pa. 


THE FEED BAG — April, 1941 


e59 e 


: 
} 
Weddiihne Newsif 
ol 
j 
4 
DECLINING 
FEED INDUSTRY ASKED © 
f 
CORN GLUTEN MEAL | ij 
| 
| 


—good aim 
(Continued from Page Seventeen) 


ers to start out with larger flocks, 
and repeat the process two or three 
times during the year, on the basis 
that eggs and poultry will then be 
available to our customers when 
demand is best, prices highest. It 
works. 

In addition, the company displays 
and sells brooders, water heaters 
and other accessories. In this area, 
the oil-burning burner is the most 
popular, but electrics are coming 
into favor, and both are handled. 
Water warmers are essential to 
maximum egg production in winter, 
and afford increasing profitable 
sales. 

One of the most convincing meth- 
ods of selling heating equipment 
and especially water heaters is to 
remind customers and explain what 
may occur in unusual emergencies, 
and basing them on actual experi- 
ences among poultrymen in the 
territory. One incident served to 
turn many a profitable sale. A 
poultry grower having 500 layers, 
was averaging 375 eggs a day 


when prices were high. In March 
a sudden cold wave struck. His 
water lines froze up, and the hens 
not only chilled, but he was com- 
pelled to give them cold water for 
the duration. They went into a 
moult, and his egg production drop- 
ped 110 a day. He could not possi- 
bly build production back for sev- 
eral weeks. The loss was far in ex- 
cess of a good heating outfit, and 
electric water heaters. 

Incidents like this can be employ- 
ed, not only to boost equipment 
sales, but also when you illustrate 
what this means to a farmer poultry 
grower, you automatically keep his 
feed business and sell more feed. 
When he is making money, he 
doesn't mind spending it, but after 
he suffers a big loss like this, he 
wants to curtail on every possible 
corner. 

In brief summation, profits are 
mutual. When you help your cus- 
tomers make money, you make loy- 
al friends out of them, and you hold 
their trade. In the final analysis, 
steady year in and year out cus- 
tomers are the very foundation of 
your own profits.” 


TRADE WITH 


FOR SATISFACTORY RESULTS 
IN EVERY BRANCH OF 
THE GRAIN BUSINESS 


able, 


MILWAUKEE 


INCORPORATED 


MINNEAPOLIS AND ALL 
PRINCIPAL TERMINAL MARKETS 


Special Attention Given To Barley 
And All Feed Grains Shipped To 


Read the Cargill Crop Bulletin 


Corn Shellers 
Feed Mixers 
Elevators, etc. 


MILLERS TO MEET 

The tenth* annual convention of the 
American Millers association will be held 
at the Brown hotel, Louisville, Ky., May 
5-6, it was announced by Perry Hayden, 
president, Tecumseh, Mich. 

The program will include a management- 
merchandising clinic, which proved so pop- 
ular at the convention last year, as well as 
discussions on other subjects including pro- 
duction, finance and sales. 

LAUNCH DAIRY PROGRAM 

A program to assure the American house- 
wife highest quality dairy products of uni- 
formly good flavor is being carried on in 
22 Wisconsin counties under the direction 
of the state department of agriculture and 
the Wisconsin college of agriculture. The 
quality improvement program is based on 
the fact that most farmers prefer to produce 
high quality milk and will do so if they 
are given the proper information. 

NEW COUNTER DISPLAY 

To aid customers in selecting the right 
size of grit for chickens and turkeys, the 
Stone Mountain Grit Co., Lithonia, Ga., is 
distributing a dust-proof counter display 
showing each size of Stonemo grit in trans- 
parent cylinders. This attractive merchan- 
diser takes up very little room and is being 
supplied without charge to Stonemo 
dealers. 

@ SAMUEL N. SHRIVER and his son Wil- 
fred have taken over the Beallsville Milling 
Co., Beallsville, Ohio. 


FEED MIXERS 


that increase profits, cut costs 


SIDNEY MIXERS are noted 
for mixing feed faster and 
better ... with greater profit. 
They’‘re low in first cost and 
economical to operate. Sid- 
ney Mixers are running quiet- 
ly in countless mills all over 
the country, giving depend- 
trouble-free 
They'll make and save you 
money at the same time! 


service. 


Manufacturers of: 


Corn Crackers and Graders 
Grain and Seed Cleaners 
Electric Truck Hoists 

Ear Corn Crushers 


Write today for complete details 
on machinery you need in your 
mill—no obligation! 


Sidney 


“Manufacturers for over 75 years” @ SIDNEY, OHIO 


GRAIN MACHINERY CO. 
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IN YOUR FEED STORE 


Pancakes! 


Pancake Days, staged by an ever-increasing number of towns 
each year, not only bring many farmers to town, but they result 
in an increased consumption of food products. In one Pancake 
Day celebration staged at Emporia, Kansas several years ago, 
10,000 people thronged the streets. The crowd ate 24,000 pan- 
cakes, 180 pounds of butter, 500 gallons of coffee, 120 gallons of 
syrup, 25 gallons of cream, 200 pounds of sugar and hundreds 
of pounds of sausages. And with 10,000 people in town, alli 
merchants including feed dealers did a good business. 


Surprise Bombs 

Adding a modern touch to merchandising, a group of business 
men in one midwestern town staged a blackout to advertise a 
Big Sale Day. Aeroplanes dropped fake bombs which were 
small paper sacks of flour, which brought home to people some 


idea of the war conditions abroad. The event attracted much 
attention and comment. 


Inactive Patrons 

Every feed dealer has customers on his books who can be 
classified as “inactive.” These people may have made purchases 
of feed or farm supplies only occasionally, and for that reason 
some dealers may not consider them as worthy of development. 
However, one merchant went over his customer list and made 
a special classification of the names of such “inactive” customers, 
and then he called on each personally, and followed up with 
direct mail advertising. He reports that he increased his sales 
60 per cent by a thorough follow-up on customers who appeared 
only occasionally on his books. This would tend to show that it 
pays to follow-up on every customer who has made a purchase 
at your feed establishment. The fact that they made one pur- 
chase at your mill indicates that a little extra sales effort on your 
part will result in more sales for you from these folks who ap- 
parently have confidence in you and your products, but who 
drifted elsewhere for lack of your constant attention. 


e 

Time for Canvassing 

Spring is the time of year when feed dealers will find that 
canvassing for business pays. In the early spring months, farm- 
ers make their plans for the year, and the feed dealer who makes 
his calls on farmers then will find them psychologically receptive 
to buy chicks, feed, seeds, fertilizer and many other items. Tenant 
farmers also make changes in farm locations in the spring 
months; thus when you canvass you have the opportunity to 
make the acquaintance of many new farm folks and also be in 
on the ground floor in helping supply their needs. 


Contest Angle 


High school salesmanship classes in recent years have cooper- 
ated with merchants, mostly department stores, to take over sales 
in the store for one, two days or more to give the students actual 
experience in selling. It might be a feasible idea for feed firms 
to arrange for such a trial sales period with local high schools. 
If farm boy students could be picked for feed store salesmen, 
this might prove a drawing card which would bring many farm 
families to town to buy feed and other supplies. Students work- 
ing in retail stores under this plan are required to present a 
full report on their experiences to their teacher and class, and 
thus valuable publicity is secured by the store. 
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THERE IS NO SUBSTITUTE FOR 
“NU-HY” BUCKETS that is why we 


guarantee them to be most efficient .... 
Why not step-up your Bucket Elevator Capacity! 


The “Nu-Hy” Bucket will out-per- 
form any bucket, size for size, and 
transform your elevator leg into a 
smooth-flowing money-making pro- 
ductive unit. 

You can obtain “Nu-Hy” advan- 
tages without costly expenditure— 
merely replace your present buc- 
kets—no casing, speed, or belt al- 
terations are necessary. 


Note Close Spacing 
Possible 


Our analysis form No. 76 
will help you survey your 
bucket elevator limita- 
tions and enable us to 
make definite capa- 
city recommenda- 
tions. Write 
for it. 


Note the clean-cut 
streamlined design 
and contour of the 
buckets. The high 
lip and high sides pick up 
and hold more material— 
hence, step-up capacity 


Patent without higher belt speeds. 


Pending 


Screw Conveyor Corporation 
749 HOFFMAN ST. HAMMOND, IND. 
| Petevaron suckers 


U.S. PAT. OFFICE 


SELL BETTER 
LEGUME CROPS 


If you sell seed, you can build a profitable volume of 
extra sales with NITRAGIN inoculation. NITRAGIN boosts 
yields of alfalfa, soybeans, clovers and other legumes 
up to 50%—and more. It makes richer feed and helps 
build up the soil. NITRAGIN costs customers only a few 

cents an acre—but it makes 
big ticket sales for you. If you 
are not already a NITRAGIN 
dealer, write— 


THE NITRAGIN CO.., INC. 
3747 N. Booth St., Milwaukee, Wis. 


The name NI- 
TRAGIN is a 
registered trade- 
mark. It identi- 
fies the oldest, 
ost widely used 
brand of inoculants. 
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— spruce up 
(Continued from Page Nineteen) 


creased their sales because ‘farm- 
ers are becoming fertilizer-minded.” 
The dealer can help make them 
more fertilizer-minded by continual- 
ly calling their attention to increas- 
ed yields in the territory on land 
which has been treated. 

Another important reason for in- 
creased sales was the fact that 
farmers anticipated a better income. 
If that applied last year it certainly 
is true for 1941 since all indications 
are for a record farm income. 

A large majority who reported 
fertilizer increases attributed them 
to just plain good old-fashioned ef- 
fort. In other words, these dealers 
learned that it pays to put on a 
fertilizer sales campaign. Many put 
an extra man in the field whose job 
it was to do nothing but book fer- 
tilizer orders. Wherever this was 
done, sales increases mounted like 
the national debt. 

Selling baby chicks during the 
Spring season is also a profitable 
source of income for feed dealers. 
Many dealers turn over hundreds 


HYGENO 


POULTRY LITTER 


(Process Patent No. 2014900) 


There is 


HYGENO 


Baby Chicks will be 
hatched this month. 


you in... 


of chicks every year and realize not 
only a profit on the original sale but 
also can often induce the customer 
to raise them on his particular 
brand of feed. 


With many baby chicks being 
started in Spring it is well for feed 
dealers to carry adequate stocks of 
poultry remedies. Remedies help 
safeguard the life of chicks and in- 
directly prevent farmers from blam- 
ing chick losses and poor gains on 
the feed. 

Another item which returns profits 
every year to progressive feed deal- 
ers is the sale of seeds. Since farm- 
ers come into feed stores for their 
feed requirements it is only logical 
for that same store to sell them their 
seeds. 


Feed dealers who have taken on 
the distribution of seeds have found 
that it pays well to sell only seeds 
offered by reliable seed houses. 
Such merchandise, producing good 
yields, will help build confidence in 
the dealer’s business as a whole. 

How about it now? Look around 
your feed mill. Don't you see some 
little things you can do to “Spruce 
up for Spring?” 


—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


MICHIGAN 

Henry Weaver, Holland has established 
a new feed and grist mill at Borculo. 

Orleans elevator, Orleans, has been 
closed. Norman Ketner will continue his 
feed grinding in the depot. 

Richmond Feed & Grain Co. office was 
robbed of a small amount of money last 
month. 

Scoville Bros. feed mill, Hillsdale, have 
moved their business to a new location, 

J. P. Burroughs & Son, Flint, have remoy- 
ed their office to 419 Grand Traverse. 

R. E. Clemens Feed store, Walkersville, 
was completely destroyed by fire recently. 

Farmers Grain & Fuel Co., Olivet, have 
installed a new 40 h.p. electric motor to 
replace the gasoline engine formerly used 


- to operate their feed grinder. 


Frutchey Bean Co., St. Charles, has taken 
over the St. Charles Flour & Feed Co. 
formerly operated by Thomas Sollen. 

Michigan Hybrid Seed Co. Perry, has 
installed new equipment including a spe- 
cially designed grading machine for sorting 
corn and a new corn sheller. 


@ WALLACE E. CAMPBELL has purchased 
the Farmers Produce Co. at Vinton, Iowa. 
The name of the firm has been changed 
to Vinton Farmers Supply. A. F. Easter is 
the new manager. 


@ ARLINGTON ELEVATOR & COAL CO., 
Arlington Heights, Ill., celebrated its 25th 
anniversary last month. George F. Schne- 
berger, whose father founded the business 
in 1916, is in charge. 


a profit for 


TALK asour sacs! 


(Quoted from a Customer's letter) 


“Here comesa bouquet for you 


and your entire organization. 
* x x It is a pleasure to do 
business with a swell outfit 
like you have.” 


LAPP’S HYGENO 
POULTRY LITTER 


Vv 


WRITE TODAY FOR 
SAMPLES AND PRICES 


WERTHAN BAG CORPORATION 
‘ NASHVILLE— NEW ORLEANS 


(WERTHAN)_— 
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SPECIALIZE IN CONCENTRATES 


—plant expansion 


‘Continued from Page Thirty-eight) 


duced the best results for the 
amount used,” Mr. Yager said. ‘So 


ed a new mimeograph duplicating 
machine which enables us to pre- 
pare our own sales letters at a 
total cost of less than two cents per 
name per mailing, postage includ- 


ed. The first circular to go out now 
will be to push the sale of chick 
starter, to be followed up later on 
with one on grower mash, then lay- 
ing mash, interspersed with others 
on the economy and profit possibili- 
» ties for dairy feed, and hogs, as 
~ well as poultry. 

“This community, like many oth- 
ers, is a farming area of widely di- 
versified products—no one farmer 
around here is an excessively large 
stock raiser, but nearly all of them 
have a few hundred chickens or 
turkeys, average herds of hogs, av- 
erage herds of dairy cows, ranging 
from a half dozen to 25 or more. 
This makes for a steady volume of 
repeat business, if you can get it, 
and you do get it by constantly go- 
ing after it by personal sales efforts. 

“In conclusion, any new equip- 
ment that you add is the foundation 
for at least one effective mailing 
piece to inform customers how they 
can gain most at your mill.” 


well has this plan worked that we 
are now planning one monthly cir- 


cular throughout the year. 
will be arranged as to seasonable 
products and service. We purchas- 


These 


STEADY BUSINESS 


Consumption of Pilot Brand Oyster Shell con- 
tinues day in and day out every day of the 
year. It never stops, but increases steadily. 


Hens and turkeys, chicks and poults must have 
it, because calcium car- 
bonate is as important to 
their life as water. There- 
fore, Pilot Brand Oyster 
Shell is an item as nec- 
essary to a feed store as 
salt or sugar is to a gro- 
cery store. 


PI LOT 


OYSTER "SHELL 


Progressive dealers in 
every part of the United 
States stock Pilot Brand 
as a matter of course. 


FOR POULTRY 


If you are one of the few dealers who do not carry 
Pilot Brand, order from your jobber today, or write us. 


OYSTER SHELL PRODUCTS CORPORATION 
Pershing Square Building 3615 Olive St. 


NEW ROCHELLE, N. Y. LONDON, ENG. ST. LOUIS, MO. 
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Win More 
Customers 


CREAM CALE MEAL 


A prepared meal to replace 
milk. Is steam cooked and 
remilled for added quality. 
Satisfied users for over 25 
years insure steady repeat 
sales. 


NUTRITIVE MINERALS 


For Growth, Health and Production 


“Nature’s Own” calcium from 
cooked and ground egg 
shells, egg albumen, plus 


other health-giving minerals 
makes these minerals espe- 
cially valuable. 


5425 W. Roosevelt Rd. Chicago, Ill. 


DIGESTER TANKAGE 
MEAT AND BONE SCRAPS 
BONE MEAL 


A BRAND 


with an 


OUTSTANDING 
RECORD 


Feeding Results 
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ry Our Specialized Service 
for Feed Manufacturers 


As millers of grain specialities for feed manu- 
facturers we offer you individual, personal- 
ized service which guarantees satisfaction. 
Next time you are in the market for any of 
the products listed here let us furnish your 
requirements. Our fast service and quality 


products make it worth your while to buy 
from us. 


FAST SERVICE 


FRUEN MILLING CO. 


MINNEAPOLIS, MINN. 


Table Rolled Oats 
Feeding Rolled Oats 
Steel Cut Oat Groats 
Feeding Oat Meal 
Pulverized and Bolted 
Oats 

Whole Oat Groats 
Steel Cut Wheat 
Ground Oat Groats 


Oat Mill Feed 

Oat Mill Feed with 
Molasses 

Pulverized and Bolted 
Screenings 


Steam Crimped Oats 
Steam Rolled Barley 


Is a Floating Powder 


Every hatcheryman and poultryman in your community 
is either a user or a good prospect for HTH-15. Around 
poultry, HTH-15 is used as a floating dry dust to guard 
against and aid in the treatment of respiratory diseases. 
HTH-15 is also used to help keep poultry drinking 
water safe and to make chlorine solutions for treatment 
of equipment and buildings. 


Stock and Sell HTH-15 


There is a steady demand for HTH-15. Constant adver- 
tising in poultry magazines has built a great, waiting 
Applied with an inexpensive market. There are just two sizes to stock—the 1-lb. can, 
dust gun, HTH-15 powder gives retailing at 50c, and a 3-lb. can at $1.00. Both sizes 
all the advantages of the chlorine are of the convenient key-opening type, with a handy 
inhalant treatment without measuring spoon packed in each can. 
undesirable damp vapor. a card today and let us send you more information. 


THE MATHIESON ALKALI WORKS (Inc. 


)% of America's Leading Feed 
Manufacturers and 
their Dealers endorse 


_STONEMO GRANITEGRI? 


B They find that their respective poultry 
ALL SIZES@CHICK TO feeds do a better job where STONEMO 
TURKEY~IN CLEAN | is fed. Guaranteed to outsell any other |S 
SACKS~ FREE FROM! brand or money refunded. Write for prices 


\ STONE MOUNTAIN GRIT CO. INC. 


- GEORGIA 


Drop us 


60 East 42nd St. 
NEW YORK 


Letters 


We are steady subscribers to The Feed 
Bag and read it from cover to cover and 
enjoy the articles very much. We believe 
there is one angle, however, which cannot 
be stressed too much, and that is credits, 

We would like to see more articles on 
this subject; how others handle credits, 
cash vs. credit, amount of book accounts 
carried compared to gross sales. 

Credits are the big headache to feed 
dealers, even if losses are small, and we 
would be interested in hearing how others 
handle this situation. 

Yours truly, 

C. M. Woods 

Crawford M. Woods Co. 
Corry, Pa. 


(Editor's Note: The cash vs. credit prob- 
lem is very vital. The Feed Bag has con- 
sistently advocated since its founding in 
1925 that a cash basis is the only sound 
way of doing business. We have publish- 
ed numerous articles on this subject and 
will continue to do so. 

We invite all dealers to send us their 
experiences in handling cash and credit 
problems). 

PROFITS 

I have your annual Red Book and will 
say it is very well gotten up, and I know 
it should help all feed dealers. The only 
suggestions I can give you for your papers 
is the following: more articles on what to 
tell customers to get a better grade of 
broilers, fowl and eggs for more profits for 
our customers. Think more of the customers 
profits first, then the dealers’ profits will 
come. 

Yours truly, 

George Dibble 

Owatonna, Minn. 
INTERESTING 

Your paper is more interesting than ever, 
and we certainly look forward to receiving 
each issue. 

Sincerely yours, 

Joe Wickens 

Plymouth, Mich. 
EDITORIAL 

I do want to compliment you upon the 
editorials which you are putting into your 
paper on the use of manufactured feed. 
I think it is a very distinct compliment to 
commercial feed manufacturers and will 
probably help set some of the local mixers 
to thinking about the advantage of working 
with a good merchandising organization. 

Very truly yours, 

W. B. Krueck 

Allied Mills, Inc. 

Fort Wayne, Ind. 
@ FYKE MILLING Co., Kendallville, Ind. 
recently installed a corn crusher and 
feeder. 
@ JUNCTION ELEVATOR, Petersburg, Ill., 
has been taken over by E. T. McFadden 
Grain Co. 
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Wirs Dollar A Dozen 
Egg Derby Contest 


Edga: Schuelke, Farmers Elevator and 
Supply Co., Alta, Ia., won first prize in the 
dollar « dozen egg derby contest staged 
the pas! few months by Allied Mills, Inc., 
accordi:ig to John L. Richardson, advertis- 
ing manager. 

Smithmont hatchery and Poultry Farm, 
Murphy, N. C. won second prize, Koerber 
Feed Co., Wisner, Nebr., third, and Law- 
rence J. Clay, South Royalton, Vt., fourth. 
Other winners in the district contests were: 
Herbert W. Markey, Lebanon, Pa., Walter 
Wheaton, Canisteo, N. Y., Fayette Hatchery, 
Lexington, Ky., Gonigam Bass Hill Co., 
Walnut, Ill., Lee Bixby, Ayer, Mass., Glen 
Buck, Gulfport, Miss. Wayne Feed Co., 
Tuscaloosa, Ala., B. S. Stauffer & Co., 
Lawn, Pa., Hubert Barrow, Bel Air, Md., 
Beery’s U. S. Approved Hatchery, Hillsboro, 
O., B. S. S. Elevator Co., Bellsville, O., 
Vail Dunlap, Tampa, Fla., Lindsey Feed 
Store, High Springs, Fla., Johnston & Mc- 
Keel, Belhaven. N. C. Allied Mills expects 
to repeat the contest next year, because of 
the unusual interest in it during the past 
few months. 


e@ W. STOUTZENBERGER, Lees Summit, 

Mo. has purchased the Doyle Mill & Pro- 

duce Co., Persia, Ia. H. Doyle purchased 

an interest in an elevator at Avoca, Ia. 

@ ELIAS HUTTON, 77, Frankfort, Ohio, 

grain dealer died Feb. 24. 


Every farmer knows that a hog’s appe- 
tite is varied, that he will poke his snout 
into many strange corners of the farm 
yard, especially when his feeding is not 
supervised. 

This was proved recently in the case of 
a hog which was slaughtered at the Neu- 
hoff Packing Co. plant, Nashville, Tenn. 
An examination of the animal's stomach 
revealed that Mr. Porker had swallowed 
314 wire nails, 10 wire staples, 3 pieces 


100 LBS. NET 


WHEN BACKED 


WISCONSIN 


Starting @ Growing 


Assure Your Customers 
Success and Profits 


in Chick Raising 


by supplying them 
with the 


complete line of 


| a 
Wisconsin 
STARTER MASH 


WITH DRIED BUTTERMILK 
AND COD LIVER 


e Laying 


WAUSAU __ Since 1883 


NORTHERN MILLING CO. 


WISCONSIN 
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of wire, 3 horseshoe nails, 4 iron slugs and 
more than 200 pieces of gravel. Surprising- 
ly, the porker was in reasonably good con- 
dition when he was sent to the plant. Per- 
haps this was due to the fact that he had 
a diet which certainly wasn't deficient in 
iron and other minerals. 


@ ERNEST BICKLEY Feed Store, Grand 
Rapids, Minn., recently suffered a $10,000 
fire loss. 


Tho Yee of 


ON MICHIGAN AVENUE 


The charm of Chicago is reflected in the 
smooth flow of life on the famous boule- 
vard, where Hotel Auditorium is situated 
adjacent to the Loop and facing Grant 
Park and Lake Michigan. . .A truly fine 
hotel, foremost in comfort and cuisine. 


ROOMS WITH BATH «rom $2.50 
WITHOUT BATH «rom$1.50 


HOTEL 


AUDITORIU 


GEO. H. MINK, Manager 


MICHIGAN AT CONGRESS 
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Glen Huggins has been named manager 
of the Farrar grain elevator. 

Voss Feed mill, Clarksville, suffered a 
$6,000 fire loss on March 8. 

Farmers Cooperative Commission Co., 
Monona, is installing a new feed mixer. 

Pioneer Hi-Bred Corn Co. Reinbeck, is 
planning to make extensive improvements 
to its plant this summer. 

Dannen Grain & Milling Co., St. Joseph, 
Mo., has purchased the Shenandoah Grain 
& Coal Co. 

Arthur L. Queck, Waukee, has been ap- 
pointed manager of the Farmers Elevator 
Co. 

Scoular-Bishop Grain Co., Council Bluffs, 
is building seven new concrete grain stor- 


WELL, SAM,- JUST 


GOOD,-/T WILL SAVE 
ORDERED A SHIPMENT 
OF SLMO'S NEW, ORY 


age tanks with a capacity of 166,000 
bushels. ° 
Harold F. Doyole, Persia, has purchased 
the controlling interest in the Farmers 
Grain, Feed & Oil Co., Avoca. 


@ W. W. SUCKOW, Bargersville, Ind., 
has purchased the Bargersville Grain Co. 
Harry Bridges, Franklin, Ind. will manage 
the establishment. 

@ FOGARTY COAL & GRAIN CO., St. 
Joseph, Mo., has installed a new Kelly 
vertical feed mixer. 


@ W.S. HANNA, 73, manager of the M. E. 
& C. L. Mead Co. elevator, 
Ohio died Feb. 26. 


Paraskala, 


US LOTS OF BOTHER, 
omer, AND MAKE A 
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A New Vitamin Product-VIT-D-400 


FORTIFIED VITAMIN DIN A DRY GRANULAR POWDER 


At last, your mixing troubles are over—and better mixing efficiency and results are assured. 
No more liquids that refuse to flow in cold weather! No messy waste under leaky spigots! 
Instead, a granular cereal absorbate that mixes as readily and evenly as corn meal. 
This new, improved Vitamin-D Product is known as Vit-D-400, because it contains 
400 A.O.A.C. Chick Units of Vitamin D per gram. 

Vit-D-400 contains natural Vitamin D from cod liver oil, and other fish liver oils, com- 
bined in cereal absorbates. It can be used at the same level as any 400-D Fortified Oil. 


And it has these distinctive advantages: 
*% Itis quickly and easily mixed with feed. 
x It eliminates waste. 


*« It is packed in dated 100-lb. cans and 
o be handled more easily than drums of 
oil, 

* It eliminates flowing problems during 
the winter months. Vit-D-400 is always 
free flowing, because it is a dry granular 
powder. 

*% It is manufactured under strict labora- 
tory control. 

% It is Biologically Tested on Chicks, 
and guaranteed to contain 400 A.O.A.C. 
Chick units of Vitamin D per gram. The 
Vitamin D Potency is GUARANTEE. 
for one year after manufacture. 

* It is free from objectionable fatty 
acids and may be fed without danger of 
imparting fishy flavor. 


PIONEERS 


in. Vitamin Research 


SILMO Research Chemists (a Separate 
staff by themselves) have developed 
many new products through experimen- 
tation and testing. They keep our pro- 
gress always a long step ahead of the 
times, and observe current conditions 
in the feed industry, with alert vigilance. 
SILMO Chemists stand watchful guard 
over the raw materials we purchase, and 
the finished SILMO Vitamin Products 
we offer. Quality standards always must 
be maintained in our laboratories through 
rigorous chemical and biological tests. 


WRITE US FOR SAMPLE AND PRICE QUOTATIONS 


SILMO CHEMICAL CORP. 


PROCESSORS OF COD LIVER OIL VITAMIN PRODUCTS AND 
VITAMIN OILS SINCE 1921 


DEPT. F 
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VINELAND, NEW JERSEY 


Independent Elevator 
Does Most Business 


There were 9070 country grain elevators 
in the United States in 1939 actively en. 
gaged in purchasing and assembling grain, 
as against 8,462 in 1935 and 8,134 in 1929, 
according to a report issued by the bureay 
of census, United States Department of 
Commerce. 

Included in the 9070 establishments are 
3188 independent elevators, 4041 line and 
1841 cooperatives. Independents are the 
most important from the standpoint of dol- 
lar volume of business, accounting for 
$275,804,000 or 39.3 per cent of the total 
for the three types combined, followed by 
line elevators with 32.8 per cent and co- 
operatives with 27.9 per cent. 

Of the country elevator total 18 are lo- 
cated in the middle Atlantic states, 2,136 
in the East North central, 5.244 in the West 
North central, 24 in the South Atlantic, 18 
in the East South central, 684 in the West 
South central, 730 in the Mountain states 
and 216 in the Pacific region. 

@ PATRICK CROWLEY, Jackson City, 
Mich., has been named manager of the 
recently opened Utility Feed & Grain Co. 
@ WIGGLE FEED & FLOUR CO., Inkster, 
Mich., held grand opening recently featur- 
ing local radio entertainers. 

@ ALBERT HOFER, Cissna Park, Ill., has 
purchased the William Vogel feed business. 
@ — 

NEW FEED BULLETIN 

Announcement of a valuable free news 
bulletin, “Scientific Feeding’ available to 
livestock and poultry feed manufacturers 
and dealers has been made by the Cal- 
cium Carbonate Co., Chicago. 

This free news service which is issued 
bi-monthly, contains timely information and 
reports concerning feed-mixing discoveries 
and new developments in the industry of 
importance to all feed dealers. 

If you are interested in having your 
name placed on the free mailing list for 
“Scientific Feeding” address the Calcium 
Carbonate Co., Chicago. 

@ FARMERS ELEVATOR CO., Slifer, Iowa, 
has installed new equipment and remodel- 
ed the office. 
@ PETERSON-BIDDICK Co., Wadena, Minn. 
have installed a Crippen seed cleaner. 
@ F. J. CRANER, Van Buren, Ind., has 
been named manager of the Farmers Co- 
operative Equity Exchange. 
—_¢@———_ 
@ DENISON SEED CO., Denison, Iowa, 
has recently gone into the feed mixing 


business. 


@ MORTON SALT CO., Chicago, Ill., has 
chosen Daniel Peterkin, Jr., president; J. A. 
Clements, vice president and B. W. Car- 


rington, chairman of the board. 


@ FARMERS ELEVATOR CO., Redwood 
Falls, Minn., has installed a new ton capa- 
city feed mixer. 
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Rapid trade acceptance for their super 
class AA spout type magnetic separator 
is reported by the Stearns Magnetic Man- 
ufacturing Co., Milwaukee. In addition to 
being streamlined in design, the separators 
have many other improved features which 
provide for more trouble-free service, ac- 
cording to the firm. Those interested in a 
new bulletin on these separators can ad- 
dress the firm at 636 S. 28th st., Milwau- 
kee, Wis. 


—cash basis 
(Continued from Page Seven) 


that will give him the best results. On the 
other hand, what happens to a human 
when he consistently eats the wrong foods? 
He ultimately gets sick, calls a doctor who 
gives him medicine to make him well. If, 
and when he gets well, he continues to 
eat the kind of food he likes, rather than 
that which is best for him, and it’s the 
same story all over again. This doesn't 
usually happen to our animals because we 
know what they should eat and that is the 
kind of feed we try to give them.” 

The Streeter mill grinds, mixes, and 
brands a great deal of their own feed. 
Their customers are served by the three 
Streeter retail stores spread over an area 
of 150 square miles in the historic Mohawk 
valley. 

INDIANA 

Merrill Doriot, Nappanee, has purchased 
the Farmers Coal & Feed Co. at Goshen. 
A new seed cleaner is being installed and 
all machinery will be reconditioned. 

Burton E. Page, Mellott, widely known 
tetired grain dealer, died March 7. 

Nixon & VanDeventer elevator, Attica, 
has been remodeled. Open house was 
held recently for the public. 

Vermillion County Farmers Inc., Dana, 
has installed a new feed mixer. 

Abraham N. Wertheimer, Ligonier, died 
March 10 following a long illness. Mr. 
Wertheimer was senior partner of Wert- 
heimer & Sons, wholesale seed firm. 

Hubbard Milling Co. has been admitted 
to Indiana to manufacture and sell flour 
and feeds. 

Clover Leaf Mills, Kokomo, suffered $10,- 


000 damage recently by fire of undeter- 
mined origin. 
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Lisle Gray, has taken over the manage- 
ment of the Chambers & Arnold gas and 
feed station at Otwell. 

Wilbur H. Armitage, Goodland, well 
known grain broker, died early last month. 

Ewing Mill Co. has opened a wholesale 
and retail warehouse and elevator at 
Jeffersonville. Loran Fish is the manager. 

C. M. Lish and H. H. Smith have opened 
a new feed and implement store at Rem- 
ington. 

Calvin Rathfon, Redkey, has purchased 


the Wert Warren coal and feed store at 
Muncie. 

George Davidson, has purchased the 
Idaville Feed mill. 

MOCKBRIDGE APPOINTED 

Kenneth E. Mockbridge, Center Moriches, 
L. I. has been appointed representative 
in that section by Herbert K. Clofine, Phil- 
adelphia, makers of milk by-products. Long 
Island is well known as a famous duck 
growing region. 


Now You Can 


Addressing Machine 


The Elliott Addresserette will solve 
addressing problems for those firms sending 
direct mail advertising to small lists. Avail- 
able at only $17.50, the new Elliott Ad- 
dresserette does beautiful work at a speed 
eight times faster than hand addressing. 
It will enable you to maintain closer con- 
tact with your customers with a minimum 
of effort and cost. This machine uses 129% 
fibre address stencils which can be cut on 
a standard typewriter. The closest compar- 
able equipment sells for five times as much. 


Write TODAY for Complete 
Details 


The Elliott 
Addressing Machine Co. 
143 Albany St. Cambridge, Mass. 


Pecos Valley Alfalfa Mill G 
Hagerman, NM. 


TRY OUR 


PECOS SPECIAL 
IT’S BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NBW MEXICO 


‘VITAND- 400° 
Peak Quality 


Vitamin A & D Oil 
400 D—AOAC 
per Gram 


2000 A—USP 


Boonton, N. J. 
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maybe those other feed dealers 
have a right to be afraid of them, 
but here’s one Irishman that’s too 
dumb to know when he’s licked. 
So a year later when their lease 
expired I went into the feed busi- 
ness for myself. 

“I'm American enough,” he add- 
ed, “to believe that if I have the 
right goods and offer them to the 
public in the right way, I can do 
business anywhere.” 

The Ennis establishment is neat 
and orderly. A nationally adver- 
tised line of feed is sold and the 
proprietor keeps two men on the 
road. Established routes cover the 
entire southern half of Cayuga 
county. A sales meeting is held 
once a week during which new 
products and sales suggestions are 
discussed. The employes talk over 
farmer reaction to merchandising 
objectives established at the pre- 
vious meeting and try to correct any 
ideas or items that aren't clicking. 

“Each week,” explained Mr. En- 
nis, ‘we try to have a different sales 
theme. We all emphasize the same 


FEEDERS meetings help Joe 
Ennis service his farm custom- 
ers well. 


Here is a group at a 
recent meeting of this kind. 
Those in attendance show they 
were very interested in discuss- 
ing feeding problems when the 
ph loteguater snapped the pic- 
ture. 


topic and every man in the estab- 
lishment is keyed to our week's ad- 
vertising objective. The truck driv- 
ers, the salesmen, and the employes 
in the store all try to mention one 
particular item—it makes feed sales 
click.” 

Once a month Mr. Ennis issues a 
little 6" x 7" four page paper called 
“The Farmer's Bulletin”. This is an 
interesting little sheet that is mailed 
to every box holder in the trade 


area. The current issue contains an 
article on the seed situation and q 
story on the Moravia milk stations, 
In addition there is a column “For 
Women Only”. This is a special 
feature on styles and household 
hints. 

“This makes the women interest- 
ed in our business as well as the 
men,” said Joe. “It costs me about 
$50 a month to have the bulletin 
printed and distributed but it's well 
worth it.” 

With the exception of one column 
on page three and the back page 
the entire paper is devoted to gen- 
eral local news. 

“I want the people to read my 
advertisements,” said Mr. Ennis, “If 
the paper was all advertising very 
few would read it. Throw in plenty 
of interesting local news and they'll 
read the ads too. Remember,” he 
concluded, “our competitors are 
thriving on our prospects—it's our 
job to make them our customers.” 

@ SHELLY ELEVATOR & LUMBER CO.. 


Shelly, Minn., will erect a new 70,000 bu- 


shel elevator with modern equipment. 


e BERNIE GRAIN CO., Bernie, Mo., has 
installed two new shellers and cleaners. 


RESTORE HEALTH- 
KEEP HEALTH! 


LOOK AHEAD 


Large mixers looking for a depend- 
able supply of choice malt sprouts 
for scattered future shipment can 
save money through our booking 
plan. 


EXCELSIOR SPRINGS 


Miss ii 


The famous waters of this great spa are used for 
toning up tired nerves and bodies- and tr 

of arthritis, rheumatism etc. All sports and recrea- 
tions. Keep fit in this delightful spring climate. 


Write for descriptive literature 
By acting now, you can protect 


yourself for 9 months shipment 
ahead. Just drop us a line today 
and we'll give you all the dope. 


THIS TIME! 


let us quote you 


La Budde Feed & Grain Go. 


MILWAUKEE, WIS. 
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ITH a heavy duty single 
cylinder diesel engine, the 
Grabill Grain & Milling 


Co., Grabill, Ind. reports an aver- 
age saving of $100 per month on 
the power costs, according to pro- 
prietor, Joel Souder. 

This equipment is a rebuilt job, 
having been completely overhauled 
when it was installed in the Grabill 
mill 6 years ago. “We have used 
this power plant continuously since 
we put it in and based on the 
amount of power we use, it has 
given us an average saving of $100 
per month over the equivalent of 
electric power if purchased from the 
utility. Our method of applying this 
power gives us all the facilities of 
hi-line power, as it operates a gen- 
erator to manufacture electric cur- 
rent which is connected directly 
from individual motors to our vari- 
ous machines, namely a 60 barrel 
capacity flour milling equipment, a 
No. three Jay Bee grinder, elevates 
wheat through one elevator, and 
another for corn and oats, a seed 
cleaner, mixer, sheller and other 
smaller devices,” Souder said. 

The engine is rated at 125 hp. 
and burns No. three fuel oil at pres- 
ent rate of 8¢ per gallon delivered 
by truck to the mill. Owing to high 
utility rates prevailing in this area, 
the diesel was decided upon when 
the new mill was built six years 
ago, after the original mill erected 
in 1925 had burned. A convenient 
drive-in was arranged for dumping 
grain from trucks where it can be 
conveyed either to the elevators or 
grinders. 

A modern and commodious office 
building was built near the mill. It 
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saves $100 monthly for 
joel souder of indiana 


is equipped with modern office fur- 
niture; a long counter separates the 
office proper from a customers’ lob- 
by. The management finds this a 
worth while investment, affording 
quiet, cleanliness and a convenient 
arrangement for customers settling 
up their accounts, and waiting for 
service on purchases or custom 
grinding. 

The company handles two nation- 
ally advertised brands of feed for 
hogs, dairy and feeding cattle, but 
pushes the sale of its own brand of 
chick starter, growing and egg 
mash. Direct mail advertising is 
employed to hold business and es- 
tablish new customers for custom 
grinding, nationally advertised 
feeds and stock remedies. 


Coal is handled in connection 
with the grain and feed business. 
Two new one-and-a-half ton trucks 
are used for hauling and delivering 
grain as well as coal, fertilizer, and 
so forth. 


@ A & B FEED and Seed Store, Inc., Ed- 
wardsville, Ill. was completely destroyed 
by fire of undetermined origin. A nearby 
office building owned by the sqme com- 
pany was also damaged. Loss is estimated 
at $40,000, but is covered by insurance. 
The company plans to rebuild the elevator 
and install modern equipment to replace 
the old machinery. 

@ RAY HUNT is the new manager of Put- 
nam Grain Co., Putnam, Ill., succeeding 
Guy T. Franch. 
@ ELMER BOTHUN, Kenyon, Minn. has 
opened a new feed store. 


Sunset Feed & 


CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


CLO-TRATE PRODUCTS 


Fortified Cod Liver Oil & 


“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


® FEED JOBBERS * 


Distributors of: 
Hubinger (Keokuk) 
Corn Gluten Feed 
Kellogg’s Hominy Feed 

Vitamin A & D Feeding Oils Chenango Dried Whey 

Wheat Germ Oil 
Wheat Germ 


WRITE US FOR FURTHER INFORMATION 


Grain Co., Inc. 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


SUNSET BRAND FEED 
(an exclusively milk product) 


High in flavin, milk albumen, 
and milk minerals. 


Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran an Middlings 


. TENNANT & HoyT Co. 


(Higher in Protein) 
a 


LAKE CITY, MINN. 
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CEREAL 


GRADING CO. 


MINNBAPOLIS 
Specialize in 
GOOD 
CORN OATS 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


Clear Quill 


*x MINERAL 


| SELL this mineral 


For that is really different 
Hogs —it offers an oppor- 
tunity for greater 
esr profits! Write for 
attle details. 
WATERLOO MILLS CO. 
Manufacturers 


WATERLOO, IOWA 


Geel Sluggish? 


TAKE SOME MOLASSES AND 
SULPHUR 


Business Sluggish? 
Pick up these money-makers at our 
two wholesale warehouses 


Peat Moss, Buttermilk & Skimmilk Powder, 
Brewers Yeast, Beet Pulp, Peanut Meal, 
Dried Molasses, Calf Manna, Produlac, 
Lawn & Orchard Fertilizers, Blood Flour. 


FEED SUPPLIES. lnc. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


Introduce Free-Flow 
Vibrating Conveyor 


Introduction of a new vibrating conveyor 
and feeder known as the Free-Flow has 
been announced by the Standard Trans- 
mission Equipment Co. 

According to the manufacturer the con- 
veyor is designed on the lift-throw prin- 
ciple and actually suspends the mass in 
the air on the upward movement. This 
minimizes wear from abrasion and the 
most fragile material can be conveyed 
without fear of breakage. 

The trough is self-cleaning and because 
of this different materials can be alternate- 
ly conveyed without fear of residual con- 
tamination. Power consumption is reduced 


Minnesota Girl Flour 
Good Bread Flour 


quality 


spring wheat flours 


A Complete Line of Mill Feeds 
Capital Flour Mills, Inc. 


Corn Exchange Bldg., Minneapolis 


Deutsch & Sickert Co. 


741 N. Milwaukee Street 
Milwaukee, Wisconsin 


© Norge Pure Cod Liver Oil 
® Staley’s Corn Gluten Feed 
® Staley’s Soybean Oil Meal 
® Big Chief Meat Scraps 


Grain Feed Hay 


FOND DU LAC 


NO-MILK Good 


NO-MILK Calf Food has been a popular profit 
item with feed dealers for more than 55 years. 
More than 1100 dealers who now handle No-Milk 
Calf Food are helping their customers raise better 
calves and hogs. Write today for complete infor- 
mation and prices. 


’ National Calf Pellets Are Also Available 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Mer. ~* 


WISCONSIN 


to a minimum by mounting the oscillating 
arms, which actuate the trough, in special 
tubber bushings. Self aligning, precision 
ball bearings are used throughout. 

Dealers desiring more complete informa- 
tion can write the Standard Transmission 
Equipment Co., 416 West 8th St., Los An- 
geles, California. 

ILLINOIS 

Thomas Curless is the new manager of 
the Bader & Co. elevator at Rushville. 

Jack Howard is the manager of the 
newly organized Donnellson Grain & Sup- 
ply Co., Litchfield. 

Lyndon feed mill, Prophetstown, has been 
sold to the Rock River Lumber & Grain Co, 
The mill will be remodeled and some ad- 
ditional machinery installed. Paul Roman 
is in charge. 

Carl Melton, will manage the feed mill 
at Chatsworth which was recently pur- 
chased by C. M. Patterson of Indiana. 

Elburn Feed & Grist mill has been sold 
to George J. Pobstman. The mill will be 
remodeled and new equipment installed. 

Brock & Hemsley have opened a new 
feed and produce store at Farmer City. 

The La Harpe Feed store operated by 
Bill Elder has been moved to a new lo- 
cation. 

George L. Pfeifer, Arcola, has purchased 
the property of the late J. O. Toland, Hum- 
bolt township farmer and seed dealer. 

@ STRONG & STRONG Elevator Co., Earl- 
ville, Ill., held a Feeders’ Night recently 
for stock feeders in their community. 


DUTCH Fumigant 
Kills Insects 


For fumigation of flour, 
feeds, cereals, beans, 
rain, etc. Will not inter- 
ere with germination of 
grain or baking quality of 
flour. Kills both adult in- 
sects and larva. 


NON-INFLAMABLE 
NON-EXPLOSIVE 


Dutch Fumigant is a col- 
orless, volatile liquid. It 
is SAFE. Kills grain bee- 
tles, grain weevils, flour 
moths, carpet beetles, 
clothes moths and certain 
other insect pests. Com- 
plete directions are given 
on each package. 


WHITMOYER LABORATORIES, INC. 
Manufacturing Chemists, Box 14, Myerstown, Pa. 


hoadway ( (_)ress 
RINTING 
435 


SECOND STREET 
MILWAUKEE, WISCONSIN 


We Specialize in 


High Grade Color Printing 
Catalogs and Trade Publications 
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Price Chart Analysis 
Offered By La Budde 


La Buide Feed and Grain Co., Grain 
Exchang» Bldg., Milwaukee, Wis. have is- 
sued a price chart analysis which has been 
very favorably received by the trade. The 
price chart gives the range of prices from 
1936 to 1940 inclusive on pure bran, stand- 

ard middiings, brewers grains, 24% malt 
sprouts, soy bean oil meal, No. 2 yellow 
corn, No. 3 white oats, 37% linseed oil 
meal and No. 2 malting barley. The chart 
is accompanied by graphs showing the 
price ranges over the years indicated. 
Copies of the charts are available to inter- 
ested persons on request. 

— & 
JOINS HALES & HUNTER 

Dr. W. C. Tully, formerly director of re- 
search for Colorado Milling and Elevator 
Co., Denver, has joined Hales & Hunter 
Co., Chicago, according to a recent an- 
nouncement. Dr. Tully will devote much of 
his time to promoting broiler and roaster 
growing projects. 

He has had experience and training in 
the feed business in various sections of the 
country, with particular emphasis on ani- 
mal and poultry nutrition. He has also 
written extensively on various poultry 
subjects. 

LOCKERS GAIN FAVOR 

One out of every six farm families rent 
locker service for quick freezing, according 
to Sleeter Bull, professor of meats at the 
college of agriculture, University of Illinois. 
He hails quick freezing as the most import- 
ant development in good preservation since 
the invention of the tin can and can open- 
er. He states that there are about 3,500 
plants in operation today with about 1,200,- 
000 lockers. 

WM. WHITE DIES 

William P. White, supervisor of weights, 
Toledo Board of Trade, Toledo, O. died 
suddenly March 13 following a heart at- 
tack. Prior to his joining the Toledo Board 
of Trade, Mr. White was connected with 
Fairbanks-Morse & Co. for 25 years. Pre- 
vious to that he was state examiner of 
steam engineers. He was widely known 
among grain shippers and scale men. 

@ CESCO FEED CO., Crescent City, IIl., 
tecently sponsored a feed tour of eleven 
stock and poultry farms in Iroquois county. 


At the conclusion of the tour a free lunch 
was served. 


@ DEVEN’S MILLING CO., Dallas, Pa, 
has placed Dan Ragland in charge of 
farm machinery sales. 

@ L. C. WALKER, recently of Maine, has 


irae, a new feed store at Middleburg, 
a. 


@ STANDARD SEED CO. has established 


a new warehouse at Spencer, Iowa. 


@ LEE PARMENTER, Alleman, Iowa, has 

n appointed supervisor of country ele- 
Vvators for the grain and feed division of 
the Des Moines Elevator Co. 
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CORN - OATS - FEED BARLEY 
Poultry and Milling Wheat 


ANY GRADE... ANY QUANTITY... ANY TIME... 
Write or Wire for Quotations 


BUNGE ELEVATOR CORPORATION 


@ PELLA, IOWA, a town of less than 3,500, 
boasts at least eight or nine feed stores. 
Practically all of them mix their own feed. 
& 
@ RANSOM McKEE, of McKee Feed & 
Grain Co., Muscatine, Iowa, has recently 
returned from a month’s vacation in the 
south. 

@ DOLLIVER KENT, of Inland Mills, Des 
Moines, Iowa, is vacationing in Florida. 

@ ALFRED P. EIRE, Nevado, Ohio, has 
been named president of the Ohio Farmers’ 

Grain Dealers association. 

@ BEN ATZEN, is the new manager of the 
Farmers Cooperative Co. at Britt, Iowa. 


Wire, phone or write for prices 


Demon Steamed 
Rolled Oats and 


Other DEMON Products 
Steel Cut Oats 

Whole Oat Groats 
Feeding Oat Meal 
Reground Oat Feed 
Oat Groat Flour 
Pulverized Oats 


Des Moines Oat Products Co. 


Des Moines, Iowa 


income. Write for details. 


Waterloo, Iowa 
Direct Carlot Shipments: 


Dealers and Canners — sell these 
finer mixtures. We believe we can offer 
you a real opportunity to add to your 


Warehouses: ATLAS STORAGE CO. 
6th & Virginia, Milwaukee, Wis. 
WATERLOO MILLS COMPANY 


V-C FERTILIZERS } 5°” ° 


Sure to Satisfy 


VIRGINIA-CAROLINA CHEMICAL CORP. 


4 EAST ST. LOUIS, ILL. 


MINNEAPOLIS 


MINNESOTA 


| 
FOR FEED MIXING 
CARS - BARRELS - DRUMS 
NATIONAL MOLASSES CO. 
PHILADELPHIA PENNSYLVANIA 
| one 


Service department for our readers. Low 
Rates: 35c per line: minimum, four lines 
including heading. 


CONTROL CALF SCOURS 
with 


UNIVERSAL YEAST 
Yeast en es correct faulty digestion, the 
forerunner of scours. Aids in digestion for all 
classes of cattle. A valuable and economical 
ingredient for all dairy rations. 
Write for literature and formulas. 
RICE LABORATORIES, INC. DASSEL, MINN. 


FEED MILL FOR SALE 
Large two-story mill on R.R. siding doing fine 
business; two 24” attrition mills; one ton ver- 
tical feed mixer, wheat cleaner and corn sheller. 
Write HEM-41, % The Feed Bag, Milwaukee, Wis. 


HALF TON MIXER AND CORN CUTTER 

These machines are worth all we are aes 
on the open market and can be shipped im 
mediately. No dealers. Write PC-441 The 
Feed Bag, Milwaukee, Wis. 


Left on our hands, in good operating condi- 
tion—30 H.P. motor, screens, dust collector, etc. 
— BW-4104, “% The Feed Bag, Milwaukee, 

is. 


A REAL OPPORTUNITY 
We will sell complete poultry feed nam, & 20 
H.P. mill, mixer and corn cutter. Years o' 
ful life left in all this equipment. Write PC-4041, 
“% The Feed Bag, Milwaukee, Wis. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, % The Feed Bag, Milwaukee, Wis. 


CORN CRACKER AND GRADER FOR SALE 
r hr. A-l condition, guarantee. Write CM-116, 

"The Feed Bag, Milwaukee, Wis. 


MILL FOR SALE 
Has 30 H.P. motor— used only short time. 
Like new. Bargain for cash. Write MM-116, % 
The Feed Bag, Milwaukee, Wis. 


CELEBRATES 25TH ANNIVERSARY 


The A. S. MacDonald Commission Co., 
Boston, Mass., is this month observing its 
25th anniversary, and in commemoration 
of the event letters of appreciation have 
been mailed to the firm's customers and 
friends in the feed industry. 


Launched at a time when the world was 
at war, April 3, 1916, the company notes 
that their 25th business birthday finds the 
world once more in turmoil, and expresses 
hope that the nation may soon embark on 
a period of peace and prosperity. 


— profit combination 
(Continued from Page Forty-eight) 


to the phone order-delivery service 
as to the four seasons. 


Mr. Murphy has always been 
alert for new opportunities in feed 
sales. For instance, one of the coal 
customers in near-by Richmond took 
up the raising of black foxes. The 
curiosity and prompt action of the 
route man helped bring in new 
business to the extent of 1 to 12 
tons of fox food per year. Alert feed 
retailers anxious to increase profits 
will do well to check-up on fox or 
other farmers in their vicinity. 

Dog food, for the past few years 
a “comer” in eastern feed stores, 
has been no exception at Mullen & 
Murphy's. A turnover of three to 
four tons per year is not unusual. 

Despite temptations to offer a 
lower quality product as “bait”, this 
firm has stood for nearly twenty 
years upon its policy of quality 
feeds at fair prices and reasonable 
profits. In so doing, it has demon- 
strated an emphatic answer to any 
small dealer who is asking himself 
if he should split his inventory with 
an inferior line. 


WANTED 


Feed ingredient sales- 
men for the states immedi- 
ately west of the Mississippi 
river. Reply in detail, giving 
Previous experience. Ad- 
dress Box AD 4041 in care of 


The Feed Bag 


MILWAUKEE, WIS. 


@ JOE MOUNTIOY, Atlanta, Ill., has be. 
come associated with his father Oscg 
Mountjoy and Frank Hoblit in the Mountjoy 
Seed Co. 

& 
@ JOSEPH R. OWEN, Bradner, Ohio, own. 


er of the J. R. Owen Seed Co., died las 
month. 


«FOR FEED CALL« 


“Stormy” 


IOWA FEED COMPANY 
Phone 45177 Des Moines, Iowa 


FEEDSTUFFS 


Both Cash and Futures 


DREYER COMMISSION CoO. 


(At it since °92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


Midland Hay & Feed Co. 
Beet Pulp and Millfeed 


220-222 Corn Exchange Building 
Minneapolis, Minnesota 


ARMOUR’S MEAT SCRAPS 
NOPCO COD LIVER OILS 
MANAMAR—OMALASS 
KELP—STALEY SOYBEAN MEAL 
Maney Brothers Mill & Elevator Co. 


Minneapolis, Minn. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either Prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A. L. STANCHFIELD & CO. 


Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


Feeding Oat Meal 
Meat Scraps — Beet Pulp 
Malt Sprouts 
Clo-Trate — Cod Liver Oil 


North East Feed Mill Company 


MINNEAPOLIS MINNESOTA 


HIAWATHA 


WHEN IN THE MARKET FOR — Poultry Wheat, Feed 
Oats, Wheaty Barley, Feed Barley, Corn, Feeding Screenings, 
Ground Screenings — write or wire for quotations. 


GRAIN COMBPARY 


MINNEAPOLIS, MINN. 


Now! -Buy SUPERIOR’S -Pure 


| 


Digester Tankage 
Bone Meal—Blood Meal 
Superior Packing Co. 
St. Paul, Minn. 


Dried Skim Milk 


W. BURCKHALTER, INC. 


156 FRANKLIN ST., NEW YORK, N. Y. 


Dried Buttermilk 


LEARY 


MINNEAPOLIS 


e@72e 
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@ QUALITY 
@ DEPENDABILITY 
@ ECONOMY 

@ SERVICE 

@ REPUTATION 


VITAMIN A ano 


S. PAT. OFF. 


D OILS 


“NOPCO XX’’* Genuine Cod Liver Oil 
base as always 


*Trademark of 


NATIONAL OIL PRODUCTS COMPANY 


HARRISON. NEW JERSEY 


erican Dry Milk Inst 18 
Amédy Forms Milling Co 6 
Armour & Co 36 
Atkins & Durbrow, Inc 8 
Blatchford Calf Meal Co 16 
Borden Company 32 
Broadway Press 70 
Bunge Elevator Co 71 
C. W. Burckhalter, Inc 72 
Calcium Carbonate Co 46 
California Packing Corp 14 
Capital Flour Mills 70 
Cargill, Inc. 69 
Cereal Grading Co 70 
Classified Advertisements. 72 
H. K. Clofine Co 5 
G. E. Conkey Co 73 
Consolidated Products Co 51 
Corn Products Sales Co 59 
Denver Alfalfa Milling & Products Co......... 38 
Des Moines Oat Products Co 71 
Deutsch & Sickert Co 70 
Doughboy Mills, Inc 
Dreyer Commission Co 72 
Duplex Mill & Mfg. Co 59 
Dupont Delsterol 34 
Elliott Addressing Machine Co..............ccccc00 67 
Feed Supplies, Inc 70 
Franke Grain Co 5 
Fredman Bag Co 73 
Fruen Milling Co 64 
General Biochemicals, Inc 5 
Hiawatha Grain Co 72 
Hotel Auditorium 65 
Hotel Elms 68 
Hotel Lincoln 7 
Hotel Schroeder 40 
S. Howes Co 5 
Hubbard Milling Co 10 
T. E. Ibberson Co 58 
Iowa Feed Company 72 
A. E. Jacobson Machine Works.................0:0006 29 
Jersee Company 74 
Kelley Feeds, Inc 52 
Spencer Kellogg & Sons Co 28 
King Midas Flour Mills 76 
La Budde Feed & Grain Co 68 
Lapp Laboratories Inc 62 
Larrowe Milling Co 25 
Lloyd Larson Advertising Service.................... 49 
Leary Grain Co 72 
Limestone Products Co 26 
Maney Bros. Mill & Elevator............cccccccccees 72 
Mathieson Alkali Works 64 
McMillen Feed Mills 20 
Midland Hay & Feed Co 72 
Morton Salt Co 74 
Murphy Products Co 75 
Napthole, Inc. 67 
National By-Products, Inc 5? 
National Distillers Products 46 
National Food Co 70 
National Molasses Co 71 
National Oil Products Co 73 

. J. Neahr & Co 43 
New England By-Products Co... 56 
Nitragin Company 61 
Northern Milling Co 65 
Northeast Feed Mill Co 7? 
Northruv King & Co 53 
L. L. Olds Seed Co 54 
Oyster Shell Products Co 63 
Peat Moss Producers, Inc 45 
Pecos Valley Alfalfa Mill Co 67 
Chas. Pfizer Co 56 
Purina Mills 50 
Quaker Oats Co 57 
I. D. Russell Co 31 
Ryde & Co 62 
Dr. Salsbury’s Laboratories 24 
Sargent & Co 22 
Screw Conveyor Co 61 
Shores Co. 47 
Sidney Grain Machinery Co..........ccsssssesseeese 60 
Silmo Chemical Co 66 
E. R. Squibb & Sons 13 
A. L. Stanchfield Co 72 
Stone Mountain Grit Co 64 
Stratton Grain Co 54 
Strong Scott Mfq. Co 3 
Sunset Feed & Grain Co 69 
Superior Packing Co 72 
wift & Co 73 
Tennant & Hoyt Co 69 
L. Teweles Seed Co 74 

irginia Carolina Chemical 71 
Vy Lactos Laboratories 42 
Waterloo Mills Co 70 

erthan Bag Corp 6? 

ite Laboratories Inc 4) 

tmoyer Laboratories Inc 79 

ilson & Co 63 


Firms that spend money to build good will are 
less likely to do anything that might nullify the 
effect of their advertising than firms making no 
such investment. It will pay readers to trade with 
The Feed Bag advertisers. 


Swift & Company 


CHAMPAIGN, ILL. 


CAIRO, ILL. 


YES MOINES, IOWA 
FOSTORIA, OHIO 


Phone, Write, or Wire 


for prices. 
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(onkeys Y-0 
STARTING 


Famous for 
Raising Chicks 
Successfully! 


Poultry Raisers know 
it, too—that’s why you 
will find it so EASY 
and PROFITABLE 


to sell— (onkeys 


Y-O FEEDS 


Write for 
Dealer Proposition 


THE G. E. CONKEY CO. 
6761 Broadway, Cleveland, O. 


RICH IN VITAMINS 
A, BG, & G 


FREDMAN BAG CO. 
MILWAUKEE, WIS. 
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BADGER BRAND SEEDS 


YEARS 


DISTRIBUTED BY 


L. TEWELES SEED COMPANY 


MILWAUKEE WISCONSIN 


FEED DEALERS! 


Be Profit-Wise — Jersee-ize 


Make More Money — Get and Hold More Customers. 
JERSEE-Ize—it's the success secret used by hundreds of 
Mills, Elevators and Feed Stores for mixing their own line 
of feeds—feeds that give better results and sell easier. 


With our plan you Jersee-ize your feeds with Jersee 
Balancer—a High Potency, Double Seal, Vitamin Con- 
centrate with.added minerals. A PLUS value Concentrate 
that goes twice as far as any other vitamin concentrate. 


You Make Up to $20.00 a Ton 
More Profit with Our Plan 


You control the trade in your locality. Our free dealer 
service is outstanding in its completeness. Formulas, 
double seal tags, registration papers, posters, folders, cir- 
culars, newspaper mats are all part of our service to you. 


Write today about our plan of mixing your own line 
of feeds that are geared for profits and results. 


The JERSEE CO., Minneapolis, Minn. 


MORTON’S SALT 


Highest Quality 


fi 


Prompt Service 


MORTON SALT COMPANY 


[iil 


MILWAUKEE WISCONSIN 


of 
New Jorks Ppular 


HOTEL 


44™T0 45™ STS.AT S™ AVE, 
OUR CHOICEST ROOMS From 


1400 ROOMS each with 

Bath, Servidor, and Radio. 

* Four fine restaurants 
awarded Grand Prix 1940 

CS Culinary Art Exhibition 
MARIA KRAMER 
PRESIDENT 

John L. Horgan 
Gen. Mgr. 


HOTEL EDISON 
SAME OWNERSHIP 


] 


at 


IN THE CENTER OF MID-TOWN NEW YORK — 
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CUT-COST 


CHICK MEAL 


R 


When your Selling Prices for top-quality feeds of your own mix are LOWER than your competi- 
tors’ Buying Prices for factory-mixed brands— YOU GET THE BUSINESS. You make two other 
profits besides: a mixing profit; also a profit on the grains and mill feeds used. Pig Meals and Start- 
ing Mashes are in strong demand right now. Mix your own—with Murphy’s Concentrates. Write 
for FREE information about Murphy’s Mixing Deal ... and see how quickly you can cash-in on 
this 4-profit business. Remember, Murphy’s Feeds are EASIER to sell. For information write: 


Murpnuy Propucts Company, BURLINGTON, WISCONSIN 


WHY MURPHY MERCHANTS LEAD THE PROFIT PARADE 


ams TRIPE apet Repro and wit 


LEADING 


THE QUALITY 
PARADE.. 


7 ING MIDAS Flour leads the quality parade. 
“\. For nearly 30 years, our constant aim has 
been to provide the dealer and the consumer with 


the finest flour that can be milled. 


There’s no magic to this formula. To mill the best 
flour we have to buy the best wheat — and we have 
to pay more money to get the best. Through every 
stage of milling, the flour must be tested and retested 
— examined and re-examined — by experts. 


Why do we go to so much extra trouble and expense 
in milling King Midas Flour? So that dealers can be 
proud to recommend this extra-quality flour to their 
customers. So that your customers will be proud of 
the consistently delicious baking they turn out with 
King Midas Flour — so they’ll ask for it again and 


again. 

That’s why King Midas leads 
the quality parade. That’s why, 
in Wisconsin, King Midas leads 
in sales through independent 
dealers . . . because it’s GOOD 


flour. 


GOLDEN TOUCH 
ved 


All King Midas Flour is now enriched 
with vitamins and iron in cooperation 
with the U. S. Government and the Na- 
tional Defense Program. Because govern- 
ment publicity is creating a widespread 
demand for enriched flour, it will pay 
you to feature Enriched King Midas Flour 
in your store and in your advertising. 


KING MIDAS FLOUR MILLS. 


Minneapolis * Minnesota 


4 

— 

| | | Emuched 
&g “WORTH ALL IT COSTS” \\ FLOUR Sy 


